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Forum On Mutual 
Funds Brings Light 
With Little Heat 


Plays To Overflow House 
But Loaded Questions Are 
Conspicuous By Absence 


The agents forum on whether 
life insurance and mutual funds are 
complemen- 
tary or competi- 
tive drew a 
packed house at 
the NALU an- 
nual meeting in 
Philadelphia and 
held the audience 
right through the 
final question— 
a surprising phe- 
nomenon, since 
the questions, far 
from being dirty 
or loaded, car- 
ried much the same spirit of rea- 
sonableness as did the three talks 
that preceded them. 

There was no evidence in the 
questions that mutual funds might 
be giving any agent a _ rough 
time. A few questions were slight- 
ly barbed—but very slightly. This 





R. E. Wood 





was not due to any censoring by 
the moderator, Prof. Dan M. Mc- 
Gill of University of Pennsyl- 
vania. The only questions ruled out 
were those having nothing to do 
with the subject. 


Rejects Jumbo Group Queries 


Several people wanted to ask one 
of the speakers, Vice-President 
Charles G. Dougherty of Metro- 
politan Life, some questions about 
jumbo group, but Mr. Dougherty 
tuled them out as not germane 
and also tending to lead to a dis- 
cussion of such length that he 
probably would not be able to 





catch the 8 o’clock train the next 
morning. 

Mr. Dougherty did, however, 
answer questions on the variable 








a 


annuity, restating Metropolitan 

Life’s well-known opposition to 

having such annuities written by 
(CONTINUED ON PAGE 36) 





William S. Hendley Jr. 
Mutual of New York, Columbia, S. C. 





5 Elected To Board 
Of American College 
At Philadelphia 


Five trustees were elected to the 
board of American College at the 
annual meeting held during the 


NALU convention at Philadel- 
phia. They are: 
E. J. Faulkner, president of 


Woodmen Accident & Life. 

Robert Dechert, counsel for 
American College and American 
Society of CLU, who until re- 
cently was general counsel of the 


Defense Department. 
(CONTINUED ON PAGE 36) 


No Floor Nominees, 
Trustee Slate Still 
Remains At Eight 


Despite reports that there would 
be at least one floor nomination, 
none materialized at the Tuesday 
afternoon session of the National 


Council during the NALU an- 
nual convention. The voting 


Thursday afternoon will therefore 
be confined to the slate the nom- 
inating committee issued some 
weeks ago. 

This assures the election of the 


officers: for president, William S. 
(CONTINUED ON PAGE 36) 


Fine Response To Fund Drive Kickoff 


NALU Gets Set For 
All-Out Campaign 
For Debt-Free Home 


Everyone To Be Personally 
Solicited, But No Worker 
Will Call On More Than 10 


By ROBERT B. MITCHELL 


With workmen already on the 
job remodeling the new _head- 





Eber M. Spence 


John Donohue 


quarters building, National Assn. 
of Life Underwriters at its con- 
vention in Philadelphia got roll- 
ing with its all-out drive to per-_ 
sonally solicit every member for 
a contribution to the $505,000 that 
needs to be raised to remodel and 
equip the building in Washington. 


Want 100% Agencies 


Under the leadership of John 
Donohue, Penn Mutual, Baltimore, 
chairman of the campaign com- 
mittee, and Eber M. Spence, re- 
tired agency vice-president of 
American United Life, as cam- 
paign director, the key to the cam- 


paign is “100% agencies.” A 
“100% agency” is one in which 


every member has contributed at 
least $10 to the building fund. 
Each person contributing $10 or 
more will receive a certificate to 
that effect. 

As in the past, much stress will 
of course be laid on getting 
those who will contribute $100 to 
become “charter builders.” “C B” 
buttons are much in evidence at 
the convention. A new _ button, 
the “C B plus,” will be for those 
who have contributed more than 
$100. Names of all who give $100 


(CONTINUED ON PAGE 33) 
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CiU CONFERMENT ADDRESS 


The increasingly essential role of 
continuing education, even after 
an agent achieves the CLU desig- 
nation, as a means of building a 
clientele in the sense that it is done 
in professions like law and medi- 
cine, was stressed by Chancellor 
Vincent B. Coffin of the Univer- 
sity of Hartford in delivering the 
conferment address at the annual 
CLU conferment exercises during 
the NALU annual meeting at Phil- 
adelphia. Until a few months ago, 
Mr. Coffin was senior vice-presi- 
dent of Connecticut Mutual Life. 

By VINCENT B. COFFIN 

‘This is an evening which prop- 
erly belongs to the men and wom- 
en throughout 
the United 
States who in 
1O'S-9. hearvie 
achieved the des- 
ignation of char- 
tered life under- 





writer. As one 

who is extremely 

proud to hold 

this designation 

himself, let me 

Vincent B. Coffin first extend 
warm congratulations on your 
achievement and I[_ think that 


“achievement” is a key word here, 
as all of us who have ever had any- 


Arlene Weitzel Is 
New WLRT Chairman 


Mrs. Arlene Weitzel, New York 
Life, Burlington, Vt., was elected 
chairman of the Women Leaders 
Round Table of NALU during the 
annual convention at Philadelphia. 
She has been vice-chairman. 

The new vice-chairman is Mrs. 
Helen Millett, Penn Mutual Life, 
St. Paul. 

Others elected to the executive 
board are Mrs. Grace Ross, New 
York Life, New York City, and 
Mrs. Marion Gilmore, John Han- 
cock, Albany. 

The round table voted to amend 
article V of the WLRT constitu- 
tion, which concerns qualification 
requirements, to conform with the 
most recent amendment made by 
the Million Dollar Round Table, 
with appropriate reductions for 
volume. This procedure, it was 
felt, will not only simplify the 
processing of credits by the home 
offices but will insure the WLRT 
that its requirements for mem- 
bership reflect the changing times 
in the life insurance business. 





From Pan-American Life 

On hand for the home office of 
Pan-American Life at the conven- 
tion are Paul Light and Bernard S. 
l.yon, regional agency vice-presi- 
ind Larry C. Miller, director 


NATIONAL LIFE CONVENTION 


Coffin Calls Post-GCLU Edueation Vital To 
Truly Professional Building Of Clientele 


thing to do with the American Col- 
lege recognize with considerable 
pride, that there has never been 
a short cut to the gaining of this 
recognition. 

This principle, firmly laid 
down at the very beginning by Dr. 
Huebner, and so thoroughly ad- 
hered to in later years by Dr. Mc- 
Cahan and Dr. Gregg, has in my 
judgment done more’ than any oth- 
er single factor to establish and 
maintain the high prestige which 
does surround the achievement it- 
self. 

As Dr. Tate of Southern Metho- 
dist University said to us at this 


sO 
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similar gathering a year ago, “an 
inner glow, an inner satisfaction, 
comes from hard work. Our hap- 
piness doesn’t come from ease and 
comfort. The happiest people are 
those who work the hardest.” Al- 
though it was some years ago that 
I struggled through these exami- 
nations myself, and [I do mean 
struggled, I clearly remember the 
difficulty of the preparation and 
the great satisfaction in the accom- 
plishment. So once again, hearty 
congratulations on this you have 
done. 

Also in passing a deep bow to 
the 25th alumni class, which is 


2nd Da f.4 Da 


with us this evening. By yoy, 
faith in this movement, ‘way hag} 
in those depression days of 193 
you did much to further the idea) 
and aspirations of the America, 
College. We salute you tonigh; 
with pride and affection. 

While this may incline you t 
say that there is no rest tor th 
weary, I have been asked thy 
evening to urge on you the desi. 
ability of continuing still furthe 
your business education. Being 
new to the academic field myself 
this might appear a presumptuoys 
suggestion unless I can somehow 

(CONTINUED ON PAGE 18) 
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Public Service Awards 
Won By 18 Local Groups 


Eighteen local associations have 
won public service awards for their 
outstanding con- 
tributions to 
community 
health and wel- 
fare during the 
past year. The 
awards were 
scheduled to be 
presented Thurs- 
day at NALU’s 
annual meeting 
in Philadelphia 
by Dr. Louis I. 
Dublin, health and welfare consul- 
tant to Institute of Life Insurance 
and coordinator of the public ser- 
vice program sponsored annually 
by NALU and the institute. 

Top honors under the 1959 pro- 
gram went to local associations of 





Louis 1. Dublin 


Washington, D.C.; San Diego: 
Huntington, W. Va., and Pitts- 


burg, Kan. Washington placed first 
among associations with over 400 
members for its training program 


for United Givers Fund Volun- 
teers. San Diego’s public health 


education project was judged out- 
standing among public service 
projects supported by associations 


with 101-400 members. 
Award Dinners Scheduled 


Huntington won first place 
among associations with 50-100 
members for its work on the com- 
munity polio immunization pro- 
gram. Pittsburg’s project, which 


involved sponsorship of a Red 
Cross bloodmobile program, was 


judged first among those conducted 
by associations with less than 50 
members. 

As in the two previous public 
service program competitions, Dr. 
Dublin presented each of the four 
winners a bronze public service 
plaque and announced that each 
would be further honored at a din- 
ner in its home community later 
this fall. 

Dr. Dublin awarded certificates 





(f merit to the associations of .\t- 
lanta, Red Cross blood donor pro- 
gram; Chicago, mental health 
therapy; Oakland-East Bay, Cal., 
United Fund campaign; Roches- 
ter, N.Y., emergency blood dona- 
tion program; St. Paul, Heart Fund 
drive; \ermont, Heart Fund lea- 
dership: Rockford, Ill, mental 
health membership drive; South- 
west Florida, polio immunization 
program; Cullman county, Ala., 
cancer crusade, and Hastings, Neb., 
Heart Fund drive. 

Dr. Dublin also introduced a 
new category of recognition under 
the program—'‘for sustained  ef- 
fort” by former plaque-winning 
associations. Cited in this category 
were Dallas, cancer crusade; Min- 
neapolis, Heart Fund drive; Okla- 


homa City, medical research cam. 
paign, and Omaha, Red Cross-ciy! 
defense research. 

As in the past, the committee ¢ 
judges which selected the awar¢- 
winners was made up of leader 
in the field of public health and 
welfare and in the life insurance 
business. 

Before announcing the award 
winners, Dr. Dublin reported on 
the general satisfaction voiced by 
health and welfare officials, civic 
leaders and life insurance agents 
themselves about the growth and 
the solid accomplishments of the | 
public service program. 





Canada Life Dinner Hosts | 

At the company dinner of Can- | 
ada Life in the Warwick Hotel 
Thursday night, J. S. Harris, su- 
perintendent of eastern US. 
branches, W. F. Leal and P. RB 
Pepper, assistant superintendents 
of eastern U. S.. branches, will 
serve as hosts. 





Mayor Richardson Dilworth of Philadelphia presents proclamation 
declaring Sept. 21 as life insurance day in the cradle of liberty. The 
proclamation was made in conjunction with NALU’s annual convention 
in the city. Accepting the proclamation for the Philadelphia associa 
tion’s convention committee is Chairman L. Kent Babcock Jr., Aetna 
Life. From left are Thomas Burgess, Phoenix Mutual, publicity chair- 


man of the Philadelphia association; Charles Rickards Sr., Penn ™ 
tual; Charles F. Merz, executive secretary of the Philadelphia associa 
tion; C. Clothier Jones, Penn Mutual; Lewis C. Sprague, 
Presbyterian Ministers 
Babcock; Mayor Dilworth; T. W. Mock, National Accident & Health; 
Edmond L. Zalinski, Life of North America; Joseph E. Boettzét, 
Philadelphia Life, and Philip H. Bentz, also of P..ladelvh‘a L’fe. 


Mutual; Alexander Mackie, 


LIFE INSURANCE DAY IN PHILADELPHIA 





Mu- 


Provident 
Fund; Mr. 
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for that particular policy 
for that particular purpose 
for that particular person 


OCCIDENTAL LIFE 


Insurance Company of California 


Home Office: Los Angeles 
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In Camera Eye At NALU Convention 


Attending the 
NALU trustees- 
executive secre- 
taries luncheon 
at the NALU an- 
nual in Philadel- 
phia: From left, 
Eber M. Spence, 
Indianapolis, di- 
rector of the 
NALU building 
fund campaign; 
Miriam Bruns, 
executive secre- 
tary St. Louis 
association, and 
President Oren 
D. Pritchard of 
NALU. 


NALU Treas- 
urer Louis J. 
Grayson (Trav- 
elers, Washing- 
ton, D a, 
flanked by Mil- 
dred N. Blaich 
(left), secretary 
to NALU Man- 
aging Director 
Lester O. Schri- 
ver, and Kather- 
ine Wollmer, 
secretary to 
NALU legal 
counsel. 


2 Towels 2 SS 


At the NALU luncheon for trustees and executive secretaries: From 
left, John Z. Schneider, Connecticut General, Baltimore, chairman of 
the NALU federal law and legislation committee and committee on re- 
lations with attorneys, Spencer L. McCarty, Provident Mutual, Albany, 
who is managing director of the New York state association, and R. 
Edwin Wood, Phoenix Mutual, San Francisco, NALU trustee and 
chairman of the agents committee. 


Mrs. Trudy 
Dye of Ladies 
Home Journal; 
Miss Suzanne 
Audet, Pruden- 
tial of England, 
Quebec, retiring 
chairman of the 
Women Leaders 
Round Table, 
and Mrs. Ann 
Bickerton, NA- 
LU director of 


field service. 











s § 
; —_ 
Ba ee 


Snapped at the luncheon for trustees and executive secretaries: 
George E. Hester, executive secretary Alabama association; NAL] 
Trustee David M. Blumberg, Massachusetts Mutual, Knoxville, Tenn, 
by-laws committee chairman; Nona §S. Titlow, executive Secretary 
Ohio association, and Jack R. Manning, managing director New Yor 


City association. 


Early arrivals 
at the NALU an- 
nual meeting in 
Philadel- 
phia: From left, 
Frank G. McNa- 
mara, Old Line 
Life, Waukesha, 
Wis, NALU 
trustee; Howard 
E. Norris, man- 
aging director 
Wisconsin asso- 
ciation, and Paul 
R. Green, Aetna 
Life, Seattle, 
NALU trustee. 








many executive 
secretaries on 
hand at the NA- 
LU meeting in 
Philadel- 


phia: From left, | 


Gwen Sheahan, 
new executive 
secretary of the 
Illinois associa- 
tion; Kathryn 
Garrabrant, Chi- 
cago associa- 
tion and Hel- 
en Hottenbacher, 
Baltimore asso- 
ciation. 


Gis af he 
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Putting _ last- 
minute — touches 
on the GAMC 
program: From 
left, Leonard 
T. Smith, Pr 
dential, Crans. 
ton, R. I., vice 
chairman; Wal. 
ter G. Gastil 
Connecticut Gen- 
eral, Los Ange- 
les, chairman, 
and Donald Ba 
ker, GAMC ex- 
ecutive director. 
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Hoosier? 


The story is told that the word ‘“‘Hoosier” resulted from the slurred 
speech of Indiana housewives who, in answering the summons of 
door-to-door salesmen, always called out, “Whose ’ere?” 


For many years in the National Association of Life Underwriters, 
from the local level in Indianapolis to the national peak in 
Washington, when the question was asked, “Who ¢s there for this 
assignment?” the summons habitually was directed to Oren D. 
Pritchard. 


In Indianapolis, in Indiana, and throughout the entire nation, 
Oren Pritchard has handled admirably, with devotion and integrity, 
every task assigned to him. His term as President of the National 
Association of Life Underwriters was one of the most successful in 
the long history of the Association. The entire life insurance 
industry has expressed its sincere appreciation of the results 
achieved by his administration. 


Whose Hoosier is he? We’re mighty proud that he is ours... and 
thankful that we had a man who could represent all agents of all 
companies so capably. 


The UNION CENTRAL LIFE INSURANCE Company 
Cincinnati 
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NALU Head Is A Product 
Of A Notable Heritage 


Underwriters Assn. 

These two acts opened the door 
to a successful 22-year career as Of the South Carolina agency of 
an agent for Mutual of New York 
] in the city where he was born and and a 46-year veteran with the 


On the same day in 1937 that he 

: entered the life insurance business, 

William Ss. Hendley Jr., the new 

president of National Assn. of Life 
Underwriters. applied for 

bership in Columbia (S.C.) 


mem- 
Life 


LT £LefOg 


it’s quick and easy to do business 
with Massachusetts Mutual 


WHEN YOU BRING US 
NEW BUSINESS: 


You get prompt issues — our record shows that 
about 350; of all cases are finally approved and 
issued within 24 hours of receipt of application at 
our Home Office. 


You benefit from the positive attitude of our Under- 
writing Department. We try to find justification to 
issue, not reasons we can’t! 


You benefit from sympathetic and understanding 
suggestions from our Benefit Department which 
often foresees complications and shares with you 
ideas for solving similar problems based on actual 


experience. 


You benefit from frequent conferences among all 
Departments — by means of which almost unlimited 
flexibility is achieved in applying our contracts to 
unusual situations. 


If the attorney for your client requests, our Law 
Department will review the preliminary draft of 
business insurance agreements involving Massa- 
chusetts Mutual Life Insurance Company policies 
and make suggestions as seem appropriate to effec- 
tively coordinate the provisions of the agreement 
with the provisions of the policies. 


WHEN CLAIMS (DEATH OR 
DISABILITY) OCCUR: 


You benefit from our simplified claim procedure and 
our record of speedy claim settlement. Checks for over 
99% of all Death Claims were mailed within one day 
of receipt at the Home Office of completed claim 
papers (excluding claims within the contestable 
period and those involving ADB). 


The pro rata part of any premium paid for a period 
after death is refunded in settling claims under most 
ordinary policies. 


a notable record of achievement in 


@ Interest on Death Claims, 3.4% during 1939, is paid 


@ When a policy is made paid-up either by dividends 


@ Surrender, conversion and loan papers are obtain- 


@ A complete statement of values is furnished when- 


@ The change in payment of premiums such as from 


From full-time representatives of other life insurance com- 
panies we invite only surplus and special business. 








1959 
the association m vement at the 
local, state and national levels, 
which now is climaxed by Mr. 


Hendley’s accession to NALU’s 
top office. 

William Hendley brings a dis- 
tinguished heritage to his new 
post. His late father was manager 


Mutual of New York for 27 ye rs 
company. Not only did the elder 


q 
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from date of death to date of one sum payment (no 
interest allowed if less than $5.00, nor for more than 
one year). 

In case of death occurring while in Military Service 
we secure the death certificate. 


With every Death Claim we automatically send a 
suggestion that there may be Social Security benefits. 


With every Disability Claim a reminder of the “Drop 
out” provision of Social Security is sent to remind the 
claimant of this possible further benefit. 


AT MATURITY OF POLICIES 
AND OTHER TIMES: 


or cash, it is not required that the policy be returned 
to the Company. 


able in our agency and do not have to come from the 
Home Office. Methods for computing these values 
are also available. 


ever a policy lapses for non-payment of premiums. 


quarterly to annual or semiannual may be made at 
any premium due date, and is not restricted to the 
policy anniversary. 


ie 





Massachusetts Mutual 


LIFE INSURANCE COMPANY 


ORGANIZED 1866) SPRINGFIELD, MASSACHUSETTS 
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liendley arouse William Jr’; 
terest in life insurance as a ppp 
sion, but he instilled in the ‘’ 
a devotion to service in the eo 
munity and to the association, 

As the young Hendley grey, 
in Columbia, S.C., he could», 
help but be impressed by hig fos 
er’s work as president of Colymi 
Life Underwriters Assn, ¥ 
president of the South Cargf, 
association and his leadership 
community and civic affairs, As 
tribute to his father’s service j 
the city, a 350-unit federal hogs, 
project was named “Heng 
Homes” in his honor. 
Joins Father’s Agency 

Educated in Columbia’s pubii 
schools, William Hendley Jr. the 
spent four years at the Citadel, ij 
military college of South Carolp 
where he excelled academiggf; 
and was a leader in cadet agtiy: 
ties. He is still an enthusiag 
alumnus of the military instit, 
tion and for several years was, 
director of the Assn. of Citadd 
Men. 

Following graduation and afte 
a short tour of duty in an admin: 
trative position with the Feden 
Land Bank, Mr. Hendley, in 19% 
joined Mutual of New Yorks 
agency ranks alongside his fathe 

He spent five years in the sen: 
ice during World War II, inelué 
ing 22 months overseas in th 
European theater. He entered thy 
U.S. Army as a 2nd lieutenant and 
was discharged a major. 

Life Association Career 

His career as an officer in a 
sociation work started in 194 
when he was elected secretaty 
treasurer of the Columbia unt 
subsequently rising up the eleetivy 
ranks to vice-president, presiden 
and, in 1950, national committee: 
man. On the state leevl, he be 
came vice-president in 1951, presi 
dent in 1952 and national commit 
teeman in 1954. He was also chair 
man of two life insurance days 
the law and legislation committe 
and various seminars. 

He was NALU trustee from 1% 
to 1957, elected secretary in 195] 
and vice-president in 1958. He ha 
also been chairman of the nation# 
association's field practices, asst 
ciations, membership and convet 
tion committees. Mr. Hendley | 
presently a member of NALU 
building committee. 







































HOME OFFICE EXECS: 
Help your agents sell 
with their own 


EXCLUSIVE 
PERSONALIZED | 
NEWSLETTER | 


. . published each month, custom | 
made to speak for your compaly.| 
Perfect for prospecting, for motivat- | 
ing, for building centers of influence. | 
A great tool for building agent and 
company prestige. Our top-notch staf 
of life insurance and estate planning | 
experts (the same team that pub- 
lishes Estate Planners Quarterly) 
does all the writing and editing. And 
we do all the printing—plus imprint 
ing of agents’ names, ready to mall— 
all at a low cost that your company 
could never match! Write: 











Farnsworth Publishing Company, Int. 
215 West 34th St., New York 1,N.¥. 
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from 19, WHO'LL BE WHOSE BOSS? Roger Hull (left), longtime NALU member and newly elected MONY president, 
y in DS congratulates William S. Hendley, Jr., (center), longtime MONY-man and nominee for the NALU presidency. Newly elected 


58. He hag 


e nation! MONY executive vice president J. McCall Hughes (right) looks on. 


ices, asst 


‘ ce} Recognition by one’s fellows is the most 
cherished tribute a man can receive in 
| any field. Such tribute has been given 
| to Bill Hendley in rare and rich meas- 

| ure by the NALU. 
We at MONY take special pride in 
Bill’s achievements, because he has 


been one of us for many years, as was 
his father before him. 

We know that Bill can bring to this 
position in the NALU the dedication 
and wisdom that have distinguished his 
service to our profession. We salute both 
Bill and the NALU on this occasion. 


Maura 6- New York 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
Sales and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans, MONY TODAY MEANS MONEY TOMORROW! 
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Kilgour Cites Three Major Forces 
Attacking Cash-Value Insurance 


By DAVID E. KILGOUR 


Our theme, “Life Insurance, a 
Declaration of Financial Independ- 
ence,” under concerted attack 
from several quarters. I believe 
that it is our responsibility to de- 
fend it, and fight back. Let me 
nominate three areas from which, 
in my opinion, the attack is clear. 

The first, and in many respects 
least important, is the very great 
emphasis on term insurance and 
its overwhelming multiplicity of 
uses. The avidness and competi- 
tiveness with which we are selling 
or supplying our least valuable 


1S 


product, and by that I mean least 
valuable to the buyer, is, I am 


convinced, giving its buyers a false 
sense of security which many of 
them will one day rue. 

I think we're a bit like a sup- 
plier who has many customers who 
are using plywood for a task that, 
in fact, requires steel. Some day 
they will blame us. May I make it 
perfectly clear that I am not in 
any way detracting from employer- 
employe group insurance, which 
has always appealed to me as a 
most efficient instrument for em- 
ployer-employe benefits during a 
man’s working life. 

But, to the individual, term in- 
surance in nine cases out of 10 is 
simply a tacit acceptance of the 


fact that he will not save the mon- 
ey required to see that the benefit 
will ultimately be paid to his fami- 
ly. 

If one accepts a man’s obliga- 
tion to his family as a debt, term 
insurance is simply an extension 
of the note and, with the prosper- 
ous years we have been enjoying, 
it seems to me pretty obvious that 
most of these notes are going to be 
presented at some very awkward 
times. 


Call To Militancy 


I believe we must be much more 
militant in convincing people they 
must buy their life insurance as 








Prudential salutes the National Quality Award Winners 
for 1959. It is through your outstanding achievements 
that our industry is able to maintain its highest standards. 
Prudential proudly hails its more than 1,300 Agents in 
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yea r’s NQA Win NETS. You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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David E. Kilgour, Presiden; 
of Great-West Life and an ou. 
. spoken voice j, 
the life insurang 
industry’s fj 
against inflation 
in his speech g 
the Thursday 
morning genera! 
session of NA. 
LU’s annual cop. 
vention in Phi. 
delphia, outline, 
the three impor. 
tant forces in ani 
outside the business that are x 
work undermining the cash-valy 
concept of life insurance. In }j 
talk, an abbreviated version ¢ 
which follows, Mr. Kilgour scorg 
these three forces and tells why 
field personnel can and should 
to check them. 





David E. Kilgour 





they buy their homes, by regulg 
payments over many years, anj 
that a man’s family is just as ep. 
titled to have its provision kep: 
up to date as is his mortgage com. 
pany. 

You will recognize that I am 
pleading for a resurgence of con 
viction and salesmanship throug 
which a man can only buy term 
insurance after gaining a clear u.- 
derstanding that it is his family ke 
is asking to carry the note. 

My second point is that we are 
living in an age in which economic 
nonsense is being given the widest 
distribution. 

The dear old gentleman whoj 
paid his bills, saved some ed 
every year and carefully and ie 








it in government bonds and life 
insurance, and through the accre-/ 
tion of interest perhaps doubled 
his actual savings, is now a sort 
of Victorian figure like the horse. 
cars or the gaslight. 


When He Came In 


Modern science and experience 
have found a better way. Growth 
and capital gains will increase 
one’s savings four, five or 10 times, 
given properly expert manage 
ment. By a perhaps amusing coll 
cidence, this financial theory was 
at its previous crescendo exactly 
when I came in—in 1927. 

I have had it all explained to me 
that there was an over-expansiol 
of credit back in those days, and 
today there is virtually no credit 
in the stock market so that it is al 
good solid investment buying. The 
thing that confuses me is that we 
have got an awful lot of people 
that own everything else on mat 
gin, and that it is their dollars that 
are applying this steady buyms 
pressure that s me of the conser\- 
ative people marvel at. 


The Deadly Enemy 


It is so commonplace for people 
to be able to buy for 10% down. 
their houses, furniture, automobile 
airplane tickets, that traditional 
concepts of what constitutes a cash 
buyer of equities may be gravel} 
wrong. It may not be a margi 
call that shakes their house. Mam) 
ef them are apparently running % 
close to their fixed commitments 

(CONTINUED ON PAGE 14) 
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Its Not ‘Selling An Intangible’ If 
Agent's Pictures Are Vivid Enough 


Vivid mental pictures of what 
life insurance can 
do for the pros- 
pect take it out of 
the “intangible” 
class and make it 
easy to sell as a 
tangible, Bart 
Hodges, New 
York Life, Aus- 
tin, Tex., told the 
second general 
convention ses- 
sion Thursday at 
the NALU meeting in Philadelphia. 
Mr. Hodges, a CLU and a qualify- 
ing and life member of the Million 
Dollar Round Table, was a syndi- 
cated newspaper columnist for 
three years before joining New 
York Life at Washington. His go- 
ing with New York Life was a na- 
ural step, his father having been 
an agent of the company for 25 
years at Gadsden, Ala. 


By BART HODGES 


In my early boyhood I became 
a trapper of wild beasts. In due 
time | grew quite proficient and my 
fame extended for several miles in 
every direction. 

I trapped lions, tigers, and now 
and then I dug deep holes and 
captured elephants. 

These cunning but ferocious 
beasts had three things in com- 
mon (1) they had long ears that 
stood straight up, (2) they had 
short tails that didn’t do much of 
anything, and (3) they got places 
by going hippety-hop. 





Bart Hodges 


‘King of Trappers’ 


There were in my small coun- 
try town a number of barefoot 
challengers to my exalted position 
as “King of Trappers.” But they 
never quite made the grade. They 
concentrated on traps. I concen- 
trated on bait. 

Today after the passing of years 
I find myself still a trapper at 
heart. As a consequence my cus- 
tomary procedure for selling life 
msurance is essentially a strategy 
of luring a prospect into an appli- 
cation entrapment, which I af- 
lectionately refer to as my app- 
trap and I still place great depend- 
ency on the selection and use of 
bait. This chit-chat will, I hope, 
shed light on the whole mercenary 
procedure. : 


Became Seller Of Tangibles 


But the main theme of my talk 
will extend beyond the mere bait- 
Ing Of my app-trap and discuss a 
method of tangible selling in 
which I have placed my whole 
taith and destiny. ; 

This method of selling came to 
me about my third year in the 
usinéss and alleviated many of 
the ills that plagued my earlier 
days, My main trouble when I 
first entered the business, like per- 
‘aps most new underwriters, was 


that I considered myself a seller 
of intangibles. Slowly but surely 
the realization came to me that 
whereas life insurance an in- 
tangible, the benefits of life insur- 
ance are as real as life itself. So I 
resolved to sell benefits—to be- 
come a seller of tangibles. 
Copied Uncle Winston 

But how? I talked with experi- 
enced underwriters, pored over 
training manuals and searched the 
trade journals. I picked up ideas 
and put them to work. My busi- 
ness improved. My ills lessened. 
But I never quite felt I had the 


is 





answer—at least, not the answer 
for me. 
Then one day I remembered 


how my Uncle Winston sold burial 


policies in Birmingham back in 
the depression days. Now HE sold 
tangibly! 


Showed The Casket 


If a prospect hesitated, Uncle 
Winston thought nothing of put- 
ting the man in the car and haul- 
ing him out to the funeral home 
and there in quietness and sub- 
dued light stand him in front of 
a casket. Uncle Winston would 
have his prospect feel the grey felt 
covering, the brass handles, the 
smooth silk lining and the downy 
soft pillow on which he would 
rest his head till the day of reck- 
oning. 

And there in whispered tones 
and with the occasional whiff of 
formaldehyde — slipping through 


9 


from the adjoining room, Uncle 
Winston would sell the man a 
casket, a funeral, and a slow ride 
in a long black Cadillac. Now that 
was tangible selling! 

Take Him To Campus 

Why couldn't I do like that? 
Rather than talk about education 
insurance why not load my pros- 
pect into my car and take him out 
to the college campus, stand him 
in front of one of the buildings 
and say, “Now there’s where your 
son will go to class. There’s where 
he will learn to meet the competi- 
tion in the years ahead.” . ? 
Then why not take Mr. Prospect 
inside and sell him a diploma with 
all the pride and satisfaction and 
financial promise that goes with 
a college diploma . . . ? Now that 
would be tangible selling! 

And my young engineer pros- 
pect with the big oil company 
who is so completely slap-happy 
with his company’s welfare pro- 

(CONTINUED ON PAGE 40) 











The Berkshires are beautiful in the Fall. 
Should you come here then, or any other time, 
you are cordially invited to visit our new Home Office. 









Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * A MUTUAL COMPANY © 1851 - 
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Your Brokerage and Surplus Business Solicited 
All Ferms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER ASSOCIATES 


General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Compar.y 
39 Seuth LaSalle Street 


Chicago 3, Illinois CEntral 6-1295 














FREEMAN J. WOOD 
General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 
An Agency Well Equipped To 
Handle Brokerage Business 











THE HUNKEN 
AGENCY 
THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 
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THE SWANSON AGENCY 


General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 


3300 Board of Trade Bldg. 
HArrison 7-8090 





For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
John R. Breese, Robert E. Hannon, 


Assistant General Agents 
Earl W. Hatch, Brokerage Manager 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 











JAMES H. BRENNAN 


General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


RAndolph 6-2813 


111 West Washington Chicago 





CHARLES T. ROTHERMEL, JR., C.L.U. 


General Agent 


i Maneock 
Wervstf/iiree insuaance comeany 


135 S. LaSalle St. 
CEntral 6-6400 


Chicago 


Vv 


HAROLD V. HAYWARD 
Agency Manager 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
79 W. Monroe St. FRanklin 2-7834 








BUD JOHNSON 
General Agent 
NATIONAL LIFE OF VERMONT 


120 S. LaSalle Street CEntral 6-2500 


NORTH AMERICAN LIFE ASSURANCE 
OF TORONTO, CANADA 


ROBERT S. BOWLES, C.L.U., MANAGER 


2004 Board of Trade Bldg. WaAbash 2-0737 





CHARLES E. BUTLER 
General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


1440 Board of Trade Bldg. Chicago 








Estate Planning and Business 
Insurance Service to Brokers 
We specialize in the “hard to handle” cases 


HERBERT GEIST, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
175 W. Jackson Blvd. HArrison 7-1266 





RAPPAPORT AGENCY 


General Agents 
PACIFIC MUTUAL LIFE 
Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HaArrison 7-7244 
Chicago 


STEIN & HENDERSON 


General Agents 
A. D. Stein 
Arwood Henderson 


AETNA LIFE INSURANCE COMPANY 


120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 

















YOUNGBERG-CARLSON CO. 


General Agents 
CONTINENTAL ASSURANCE CO. 


All Form Ordinary, Group and Pension Plans 
Non-Cancellable Accident and Health 
Guaranteed Renewable Major Medical 

SAM LELAND, MGR. 
223 W. Jackson Blvd. Chicago 6 HArrison 7-6969 
“Brokerage & Surplus Business Solicited” 








JOHN O. WILSON 
General Agent 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 6-3444 











BOB OBER 
Manager 
NORTH AMERICAN LIFE ASSURANCE 
TORONTO, CANADA 
“Low Cost—High Commission” 
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Cle 


@vrvslrfsiire insurance ComPane 


BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Il. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 


John P. Mulloy, Brokerage Supv. 
Telephone RAndolph 6-1194 
Suite 745 222 W. Adams 
Chicago 6, Illinois 











CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 














GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6.1300 


WALTER C. LECK AGENCY 


STATE MUTUAL LIFE ASSURANCE CO. 
OF AMERICA 
Walter C. Leck 
309 W. Jackson Blvd. 
HArrison 7-4110 


General Agent 
Chicago 6, Ill. 


MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


John T. McDonough Agency 
One N. LaSalle FRanklin 2-7822 


Brokerage & Surplus Business Invited 














Une Stop Service for your Surplus and 
Substandard Business 
If we can’t issue it—we tell you who will 


JOHN W. LAWRENCE, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
135 S. LaSalle St. ANdover 3-1820 





JOHN H. JAMISON 
and ASSOCIATES 


General Agency 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 


’ J. JEROME MILLER AGENCY 


General Agency 
SECURITY BENEFIT LIFE INS. CO. 


208 S. LaSalle St. Suite 776 
ANdover 3-6876 








FREDERICK I. SMITH 


General Agent 
“Brokerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 
One N. LaSalle Street RAndolph 6-0540 


R. M. MAC CALLUM 
and ASSOCIATES 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


R. M. Mace Callum C.L.U., General Agt. 
Main Floor City National Bank Bldg. 
208 S. LaSalle St. FI 6-0788 


FRANKLIN LIFE 
Chicago Division 
Profitable Agency 

Opportunities Available 


CHICAGO SERVICE OFFICE 
120 S. LaSalle St. FRanklin 2-0823 














CLIFFORD F. SOUKUP 
General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


39 So. LaSalle St. 
RAndolph 6-6588 


Suite 721 





GEORGE H. GRUENDEL, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


CHICAGO 209 So. LaSalle RAndolph 6-6514 
ELGIN 1119 Sherwood SHerwood 2-9370 
SKOKIE 69 Old Orchard ORchard 4-1805 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 


Telephone CEntral 6-7400 


38 S. Dearborn St. Suite 605 


Chicago 











MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


Gis éh 
(iinYlanecck 
bear ay LIF® INSURANCE COMPANY 


Timothy J. Sullivan 





175 W. Jackson Blvd. WAbash 2-0400 


FERGUSON AGENCY 
135 So. LaSalle 


OCCIDENTAL LIFE INSURANCE 
COMPANY OF CALIFORNIA 
Chicago 3 
ANdover 3-1883 


W. A. ALEXANDER & COMPANY 
Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 


General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
135 South LaSalle St. FRanklin 2-7300 


Chicago 
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AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S.D., Tenn., Tex., Wis. 


Watrer H. Hvent, President 
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Indianapolis Life provides 

its general agents with a 
‘healthy climate” for producing a 
successful and profitable agency. 


@ A full line of popular, modern, low-cost 
policies—life, accident, sickness, hospitalization, 
and major medical—backed by a company of 


unexcelled financial strength with an 


* 








enviable 54-year record of quality service 


to policyowners at the lowest cost 
consistent with safety. 


@ A substantial training allowance together 
with all the tools for building a productive 


and profitable agency including: 
Career compensation plan, 


Production incentive agreement for new men, ‘\ 


Basic and programming schools, 
Business and tax seminars, 


Check-o-matic and premium deposit plans, 


Special college senior plan. 


@ Liberal commissions for agents and general 


agents plus life-time service fees ... 


hospitalization and major medical benefits ... 


group life... and a non-contributory pension plan, 


INSURANCE 


\ Mutual Company: Founded 1905 - 
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ARNOLD Bere, C. L. U., Agency Vice-President 


Indianapolis Lia 


COMPANY 


Indianapolis 7 [Indiana 








Responsibilities 
Of GAs, Managers 
Defined By Hughes 


Responsibilities of the general 
agent or manager were defined by 
by Eugene F. 
Hughes, man- 
ager at Newport 
News for Peo- 
ple’s Life of 
Washington, 
D.C. in his talk 
at the meeting of 
General Agents 
& Managers 
Conference dur- 
ing the NALU 


convention at 


Eugene F. Hughes 


Philadelphia. 

The agency head, he said, must 
be well trained, enthusiastic and 
able to impart his knowledge to 
his present agency force as well as 
to the recruits. 

“Our present agency force is the 
backbone of our business,” he 
said. “It is up to the manager to 
keep them so well informed that 
they become enthusiastic, happy, 
and consequently make more mon- 
ey. How can this be done? 

Must Continually Train 

“One of the major responsibil- 
ities is to continually train our 
present agency force. This is 
done each week in our Friday 
meeting when one particular pol- 
icy is discussed thoroughly. We all 
forget unless we're continually 
selling. So often agents forget 
they have a gold mine in their rate 
book which they haven’t explored 
in months. 

“All agents are prone to believe 
that other companies have more 


to offer than theirs. The mana- 
ger, knowing this is not true, 


should keep the agent informed of 
the many good policies he has in 
his portfolio. It is the manager’s 





responsibility to believe that he is 
(CONTINUED ON PAGE 40) 
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Gastil Holds GAs 
Responsible For 
Today's Headaches 


Problems that face the busing, 
today were trends in the busing, 
yesterday “andI ~ : 4 
believe that | 
whether or not it 
is entirely to 
your liking, you 
as general agents | 
and managers | 
are entirely. 
responsible for = 
them and = you 
and you alone 
can change it all 
if you want to,” — Walter G. Gasti 
said Walter G. Gastil, Connecticy 
General, Los Angeles, chairman ¢ 
General Agents & Managers (Cop. 
ference, in the keynote address 4 
the GAMC sessions during: the 
NALU convention at Philadelphia 

The trends, said Mr. Gastil, &. 
vide themselves into three cate. 
gories: a shrinking market, indul. 
gence in “medicine show” tacties 
and “going Columbus,” ie., seek- 
ing new routes. 

Puts Group First 

“I'd have to name group in 
surance as the first great market 
shrinker,” he said, “with its grov- 
ing limits, group-on-group, pack- 
age selling group with persona 
insurance, fictitious associations, 
franchise insurance for profession. 
al groups, and direct selling. 

“Included is the growing com- 
petition of governments 
and federal), and unions and ber- 
efit associations, whether direct 
buying or self-insuring. 

“The second shrinker is a grow: 
ing conviction in the field that 
the cost of living and taxes will 
ever go up, that therefore infil 
tion is permanent—therefore life 
insurance has lost its potency as 4 
savings fund and we must retreat 
to selling protection only; _ that 
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AT PHILADELPHIA 
FROM THE NEW YORK 


GENERAL AGENTS & MANAGERS 








CONGRATULATIONS 
STANLEY R. WAYNE 


President 


of the Life Underwriters Association of New York 


HAROLD N. SLOANE AGENCY 


General Agents 


CONTINENTAL ASSURANCE 


st., N. Y. 38 Bi: ©. BEekman 3-4545 


500 Fifth Avenue 








THE GROGAN AGENCY 
of 
THE GUARDIAN LIFE INSURANCE COMPANY 


for more out of LIFE . 


LOngacre 4-8755 
.. and A&H too... 








THE SALINGER-WAYNE AGENCY 
Benjamin D. Salinger, C.L.U. 


MUTUAL BENEFIT LIFE INSURANCE CO. 
41 East 42nd St., N. Y. City 


Stanley R. Wayne 


General Agents 
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mutual funds, investment trusts, 
variable annuities, and other in- 
yestment media have outmoded 


cash value life insurance. Accep- 
tance of any part of this philoso- 
shy shrinks our market. 
Non-Career Agents 

“The third shrinker is the 
strong bid for production through 
non-career life agents; every real 
estate and general insurance man 
franchised to pick up an_occasion- 
al life sale; the return of the part- 
timer through the pretense of pre- 
contract training; over the count- 
er selling in department stores 
| te oat I 





Philadelphia Life Dinner 

Hosts for the company dinner of 
Philadelphia Life at the Warwick 
Hotel Thursday evening will be 
Joseph E. Boettner, president; 
William Elliott, chairman; Philip 
H. Bentz, assistant to the president, 
and James H. Burdick, agency vice- 
president. a 

Also, Joseph F. Garland, super- 
intendent of agencies; Alan L. 
Smith, director of agencies, and 
John H. Engel, assistant to the 
agency vice-president. 


Penn Mutual Dinner Hosts 

The Penn Mutual company din- 
ner Thursday evening at the Bell- 
evue Stratford Hotel has as hosts 
John M. Huebner, senior vice-presi- 
dent; George A. Bennington III 
and Urban F. Quirk, 2nd vice-presi- 
dents and superintendents of agen- 
cies, and Wilkins S. Thomson, 
assistant vice-president. 

Also, Aaron M. Royal, manager 
of field training ; Charles R. Tyson, 
executive vice-president, and Mal- 
colm Adam, president. 


Mass. Mutual Dinner Hosts 

Serving as hosts during Massa- 
chusetts Mutual’s company dinner 
Thursday evening at the Bellevue 
Stratford Hotel will be Charles 
H. Schaaff, executive vice-presi- 
dent, insurance; Kenneth W. Per- 
ry, vice-president ; James R. Martin 
and Robert J. Ardison, 2nd vice- 
presidents; Douglass N. Ellis, 
director of agencies, and J. Walter 
Reardon, associate director of 
sales promotion. 


New England Life Dinner 


At New England Life’s com- 
pany dinner in the Sylvania Hotel 
Thursday night the following will 
act as hosts: J. B. McIntosh, vice- 
president and assistant to the presi- 
dent; Homer C. Chaney, 2nd vice- 
president, agency department; 
Ronald R. Craven, assistant to the 
director of agencies; Richard T. 
Messinger, assistant director of 
field training, agency department, 
and John L. Stearns, vice-president. 


Equitable Of lowa Dinner 


Hosts for Equitable of Iowa’s 
company dinner at the Benjamin 
Franklin Hotel Thursday evening 
are C. H. Everett, field vice-presi- 
dent; H. S. Jacobs, superintendent 
of agency administration, and 
_ R. Ward, vice-president and 
director of agencies. 
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and savings bank insurance; a 
little bit of life insurance with 


every purchase of any and every 
commodity through credit insur- 
ance—all these shrink the market 


for the career general agent or 
manager.” 


In the second trend, termed by 
Mr. Gastil medicine show tactics, 
the attempt is made to create a 
false market rather than fight for 
sound selling, he charged. 


“We shrink the market,’ he 


said, “by gimmick selling, placing 
emphasis on non-professional sell- 
ing, reducing the life underwriter 
to an  order-taker by appeals 
through the new or novel, “it’s 
cheaper by the dozen,’ ‘take the 
kids along at half price,’ ‘get Un- 
cle Sam to pay most of it.’ 

“Yes, we've had a flood of it: 
bank loans that cost nothing but 
the interest (and you can borrow 
the full first year premium) ; more 
and more salesmen selling term 
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insurance and mutual funds; re- 
placing four‘ policies with one 
family plan; life insurance en- 
dorsing ‘variables’ create public 
confusion; all these shrink our 
market.” 

Amplifying his reference to “go- 
ing Columbus,” Mr. Gastil said 
that “in troubled times we always 
find those who, desiring not to 
face the facts and fight their way 
to a breakthrough, seek an easy 
route to success.” 








ADVERTISED 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
_at the prospects of 

‘our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording 
the local agent a 

“hard selling” partner. 
These advertisements 
will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
newspapers, magazines 
and reprints of 

our ads, furnished by 
the Home Office, are 
additional ammunition. 
All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 


PAN-AMERICAN’S 
CAREER CONTRACT 
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' Be confident—A Pan-American 
plan will pay your mortgage! 


MORTGAGE REDEMPTION POLICY 


This policy assures mortgage payments in the event of death of 
the head of the family. It is one of Pan-American’s most popu- 
lar plans—because, if the family head lives to complete all 


mortgage payments, the money saved under this plan can be 


converted into several attractive assets. 


! MORTGAGE DISABILITY POLICY 


This plan provides a guaranteed income for mortgage payments 
if the family head is totally disabled. It is available at extreme- 
ly low rates, and its many advantages will enable you to face 


the future more confidently. 


Call this office today to be sure your family will always have 


your home. 











Among the top 10% of 
. S. Life Insurance 


‘on General — 


Name an 
Address go here 








Componies—vwriting 
more than 90% 
of all life 
insurance, 
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Pan-American Life 


Insurance Company 


A Mutual Company @ New Orleans, U, S, A. 
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CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 
Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Outside Brokerage Mgr. 
Chiff Dancer, Office Brokerage Mgr. 
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MUTUALS LIFE INSURANCE COMPANT 


The LOS ANGELES 
Send Best Wishes 


Boston, Massachusetts 
DUnkirk 2-8251 
600 S. New Hammrshire 





Los Angeles 5 











THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Melvin P. Gundlach, Asst. Gen, Agt. 

Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
George S. Ferreira, Asst. Gen. Agt. & Mgr., Brokerage Dept. 
D. Kenneth Elliott, Asst. Gen. Agt. & Mer., Agents Training 

Suite 512, Statler Center MAdison 6-5881 











THE A. C. KRAUEL AGENCY 
A.C. Krauel, General Agent 
Robert K. Ashoff, Assoc. General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


MAdison 7-9501 
523 WEST 6th ST. LOS ANGELES 14 











HENRY E. BELDEN, C.L.U. 


Manager 





T. R. (BOB) MACAULAY 


General Agent 
STATE MUTUAL LIFE ASSURANCE 
COMPANY 


Telephone MA 7-6439 
530 W. 6th St. LOS ANGELES 14 


“Specializing in Service to Brokers” 


Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MAdison 8-2137 


628 West Sixth St. Los Angeles 17 

















JAMES STOESSEL, C.L.U. 
GENERAL AGENT 
NATIONAL LIFE OF VERMONT 


DUnkirk 5-5076 
3350 Wilshire Blvd. 


GEO. N. QUIGLEY, JR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 


Ed. Linsenbard, Brokerage Mgr. 
DUnkirk 5-3241 
3535 West 6th St. 


HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 


DUnkirk 5-3311 
3580 Wilshire Blvd. 


Los Angeles 5 Los Angeles 5 Los Angeles 5 
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THE MELZAR C. JONES AGENCY 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
Paul A. Hummel 
Assoc. Gen. Agt. 
HU 2-1680 
1015 Wilshire Blvd. 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 
General Agent 


MAdison 7-3821 
727 West Seventh St. 


JACK WHITE AGENCY 
Jack White, C.L.U. Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
5800 Wilshire Blvd. 
WEbster 3-8211 


Los Angeles 36 
Los Angeles 17 














Los Angeles 5 I 
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borrow less than they want, and 
others will have to postpone some 
of the things they proposed to do 
with borrowed money. 

To me, this is such a simple 
clear-cut choice, with an obvious- 
ly right answer that if it were not 


for the record, one could feel much 


assurance. 
What can life insurance men do 
to strengthen the hands of those 
who are working against infla- 
tion, and weaken the efforts of 
those who are working for it? — 
First, is to support through thick 
and thin the restraint of mone- 
tary expansion which is being at- 
tempted by the Bank of Canada in 
our country and the Federal Re- 
serve in yours. We had headlines 
right across the country that banks 
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were tightening lines of credit and 
one would hear the opinion on 
every side, “I guess things are 
pretty bad.” Let’s reassure them. 


Dont’t Cry For Them 


Most of ourpolicyholders do not 
have lines of credit, and if some 
businesses have to move from “no 
down payment” to “some down 
payment,” or if some projects have 
to be postponed until the money is 
available to carry them out, this 
is a price our people should be 
willing to pay. If some businesses 
are unable to borrow all the money 
they want, don't cry for them; 
suggest they sell stock, for which 
currently there is an insatiable ap- 
petite. 

Be quick to spot pressure groups 


in your community and see if you 
can alert the most appropriate 
spokesman to reveal the. other side 
of the case. 

If you and your confreres can 
assist in the formation of public 
opinion in your community, you 
are touching the people who, in 
the last analysis, will determine the 
outcome of that political test. 


Advocates Of Economy 


Secondly, I believe we must ad- 
vecate with all the conviction and 
skill at our command prudence and 
economy in governments at all 
levels. This is perhaps a tougher 
nut, and of even longer range sig- 
nificance. If life insurance men 
would make a habit of spotting 
government extravagance or fiscal 
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folly within their sphere and try to 
have those facts presented in the 
right place by the right people, 
cumulatively it might be a major 
contribution. 

Our policyholders, and the thrif- 
ty. prudent, solid people in -all 
walks of life, whether they are 
policyholders or not, have been 
overridden roughshod by a process 
that can be contained. It has been 
very difficult not to want to ride 
two horses in the years we have 
just been through, but I believe it 
is our responsibility to rededicate 
ourselves to those fundamentals 
which are solid, and prudent, and 
proven. I believe that we can be a 
major factor in the war against in- 
flation and that the first victory 
will be determined very soon. 
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LEISURE, WERDEN & TERRY 


AGENCY 


Brokerage Exclusively 


OCCIDENTAL LIFE INSURANCE 


COMPANY 
WEbster 1-1231 


Suite 201, 4201 Wilshire Blvd.. Los Angeles 5 











612 South Shatto Place 


THE M. E. THOMPSON AGENCY 


M. E. Thompson, C.L.U., General Agent 
Harold F. Greene, C.L.U., Asst. Gen, Agt. 


W. W. Veatch, Asst. Gen. Agt. 


PACIFIC MUTUAL LIFE INSURANCE 


COMPANY 
DUnkirk 8-6151 


Los Angeles 5 








UNION MUTUAL LIFE INSURANCE CO. 


C. ROBERT FISCUS, MGR. 


Life, Accident & Sickness Department 


JOHN D. CURTIN 


Manager of Group Western Division 


3450 Wilshire Blvd. 


DUnkirk 1-3211 











JOHN G. EDMUNDSON 

















6336 Wilshire Blvd. 





NELS J. NELSON AGENCY 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
Sam Dichter Warren Fandrey 
Brokerage Manager Agency Supervisor 


WEbster 6-1144 
Los Angeles 48 


Manager 
Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
Maury Lahmeyer Jack Tohill, C.L.U. 
Brokerage Manager Group Supervisor 
DUnkirk 5-2811 


3462 Wilshire Blvd. Los Angeles 5 








THE WOODS AGENCY 
Robert L. Woods, C.L.U. & Associates 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE CO. 

DUnkirk 1-3181 


2601 Wilshire Blvd. Los Angeles 


611 South Oxford Ave. 


ALBERT L. JASON AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
FOR BROKERAGE ASSISTANCE CALL 
DUnkirk 5-248] 


Norman Bluebond — Michael Behan 
Robert Harris — Ray Wood 
Los Angeles 5 


BRUCE BARE, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3400 W. 6th Street 
DUnkirk 5-5331 


Los Angeles 








THE THOMAS CRAIG, GENERAL AGENT 


AETNA LIFE INSURANCE COMPANY 
J. F. Bradley G. F. Dahlin 
O’Brien Sawyers R. R. Tebow 
Assistant General Agents 
R. R. Norton, Supervisor 
Holeman Grigsby E. H. Goodrich 
anager Group Dept. Agency Controller 
810 S. Spring St. MA 7.1771 Los Angeles 14 
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600 South Harvard 


G. Murrell, C.L.U. W. L. Murrell 
MURRELL BROTHERS 


General Agent 
MUTUAL BENEFIT LIFE INS. CO. 


DUnkirk 8-2121 
Los Angeles 5 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


EDWARD B. BATES, C.L.U. 
General Agent 
WEbster 8-2611 


4250 Wilshire Blvd. Los Angeles 5 
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Says Insurance Vs Mutual Funds 
Equals Certainty Vs Uncertainty 


By CHARLES G. DOUGHERTY have definite limited uses. To mis- 
use them can mean financial dis- 


Equity investments in general, aster for an individual or his fami- 


and mutual funds in particular, ly. 
have a definite and important place 
in our economy today 





Go up with American United! 


American United is growing fast. All its men on the 
way up... are up. This company encourages individual 
growth. 

Which spot you fill— personal producer (earn while 
you learn), unit manager or agency manager—is up to 
you. At American United, management helps you de- 
termine your own objectives . . . decide what you want 
to be. Then we help you get there . . . as soon as you 
can. We call that the “Partnership Philosophy.” 

It’s a great life . . . when you're with American 
United Life!...A good company to buy from... 
and to sell for! 


AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ( LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
; ) NEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 


The purchase of common stocks 
and they by aman who has already provided 


an adequate estate through life in- 
surance is quite different from pur- 
chases by those who have not. Cer- 
tainly it is possible to make mon- 
ey in the stock market, and some- 
times to make it quickly. But it 














American United operates in thirty-three states through- 
out the United States. And, among all United States 
companies, American United ranks in the top 5%. 
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Certainty vs uncertainty is wh, 
the competition between life ing, 
ance and mut; 
funds boils doy, 
to, Vice- r : 
dent Charles ¢ 
of Metropolits, 
Life indicated jy 
his talk at the 
agents for, 
during th, 
Charles G. Dougherty hg ‘Philadelpiy 
Following are excerpts from }j 
talk in which he particularly en, 
phasized the unique place of life ip. 
surance in supplying the kind ¢ 
certainty that the family man muy 
have. 








ne 
is also possible to lose money ;; 
the market, and sometimes with 
even greater rapidity. 
Security Comes First 
Only those who have securit 
can affort to take this risk. An 
only after a man has acquired a 
adequate life insurance program 
does he have family financial ¢. 
curity and the peace of mini 
which everyone of us is seeking 
It is an indisputable fact today, 
that the only way most of us can 
be sure of that security is through 
life insurance. 
Life insurance is the only pro- 
gram of protection and investment 
that carries full guarantees wheth- 
er the investor lives or dies, ant! 
regardless of when he dies. No one| 
can foretell what the future holds 
in store, but the record of the past 
is there for all to see. If you would 
seek uncertainty, look to the stock 
market; if you seek certainty, look 
to life insurance. 


Difference Is Sharp 

Legal reserve life insurance, the 
basic product our companies sell 
has features which very sharply 
differentiate it from what a mu 
tual fund offers. That is true even 
of a mutual fund’s so-called “in- 
stallment contract supported by 
term life insurance,” whether 0! 
diminishing amount or not. 

A life insurance policy creates 
instantly for the policyholder, on 
payment of his first premium, an 
estate equal to the face value o 
the policy—even if he dies soon 
afterward, as happens to more than 
a few and can happen to anyone. 
This much is true of term insur 
ance also. 

However, long ago the greal 
need for level-premium, or perme 
nent life insurance was recognized: 
and it is no less significant today 
than it was then. With level-pre 
mium insurance, the companies 
build up reserve funds to help pay 
claims at later ages when premr 
ums are not large enough to take 
care of the higher death rates 
Thus developed the sound two-fold 
economic function of protectiol 
and investment. 


Dual Function A Boon 

And how advantageous that dual 
function is to the policyholders. 
Although the companies ‘eé 


those reserves working for Ol 
(CONTINUED ON PAGE 46) 





2nd Dy nd Day 


ity is whe 
1 life insyy. 
and mutu; 
boils dow, 
Vice-preg. 
Charles ¢ 
gher ty 
etropolita 
ndicated in 
lk at th 
ts foru 
ing the 
annua] 
rent i0n 
liladelphiz 
from his 
ularly em. 
e of life in. 
1€ kind 
man mus 


——— al 
money }y 
Imes with 


eSecurity 
risk. Anj 
quired ay 

program 
ancial se. 
of mind 
s_ seeking 
ict today, 
of us can 
s through 


only pro- 
1vestment 
es wheth- 
dies, and) 
s. No one 
ure holds 
f the past 
‘ou would 
the stock 
inty, look 


ance, the 
nies sell, 
sharply 
it a mu- 
rue even 
lied “‘in- 
orted by 
ether of 


r creates 
yIder, on 
lium, an 
value of 
ies soon 
ore than 
anyone. 
n insu: 


e great 
* perma: 
ygnized: 
it today 
vel-pre- 
mpanies 
elp pay 
prem 
to take 
| rates. 
wo-fold 
tection 


at dual 
iolders. 

keep 
or our 
) 





NALIONAL LIFE CONVENTION DAILY, SEPTEMBER 24, 1959 





am cole) qm (0LOM(-¥-1e-m Com) e-lamtilemeolliilel laren: 


HE PLACE is New York City—on 

the Avenue of the Americas, be- 
tween 51st and 52nd Streets. And it’s 
going to reach 42 stories into the sky 
and house ten thousand workers of 
the Equitable Home Office. 
It took exactly 100 years to reach 
this point. 
At the beginning, in 1859, Equitable 
operated for a whole year before it 
hired its first clerk! And one room on 
the second floor of 98 Broadway was 
more than ample! 





Today it’s the third-largest insurance 
company in the world. Over nine bil- 
lions in assets. Serving policyholders 
across the nation—including Alaska 
and Hawaii. Providing capital for 
American industry everywhere, 
Equitable has come a long way, in- 
deed. And the celebration, come July 
26, is bound to be enthusiastic. 


On that day, Equitable personnel will 
pour into New York City—for the lay- 
ing of the cornerstone of the new 
building and for week-long meetings 


Living Insurance from 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 





to exchange their ideas with fellow 
Equitable people from all over the 
United States. Meetings are sched- 
_uled at Madison Square Garden. 


Thus the second century will start 
with a new Home Office—and with a 
future that looks far greater than any- 
one could have imagined a hundred 
years ago. More and more people are 
going to enjoy the benefits of Living 
Insurance from Equitable. And more 
and more insurance men are going to 
enjoy being The Man from Equitable. 


EQUITABLE 
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Post-CLU Education Vital, Says V. B. Coffin 


make it appear to be one which is 
thoroughly sensible. 

In order to do that, I shall at- 
tempt to assay the future with you 
briefly. After 39 years in your 
business, and now eight months in 
a different but closely related field, 
perhaps I am in a reasonably good 
position to make the try. 


Quotes Jacques Barzun 

Before approaching the practical 
aspects of the question, let me re- 
mind you that what you are seek- 
ing in your business life, as evi- 
denced by your undertaking the 
studies now successfully com- 
pleted, is excellence. To quote 
from Jacques Barzun, provost of 
Columbia University, “Excellence 
means excelling, which means ex- 
erting the will to improve on na- 
ture. To squeeze high performance 
out of native ability, stern de- 
mands must be made by the tal- 


ented on themselves.” But then 
Dr. Barzun goes on that these 
stern demands must find their 


origin in the belief that the world 
will ultimately desire and reward 
the performance. 

Does the business world in 
which you move really desire that 
your performance be excellent, and 
is it prepared to reward you for 
the effort? I think the answer is 
yes, and let us come immediately 
to a practical example. 
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Frank Eastman, a young agent 
in nearby Scranton, has this to 
say, “I went after established doc- 
tors. It wasn’t easy and my suc- 
cess was gradual. But in every 
case I tried to do an exceptionally 
fine job. In selling to doctors I 
had a lot of competition, but in 
the area of outstanding service 
there wasn’t nearly as much. The 
ultimate rewards have been great.” 

But this, you may say, is ele- 
mentary. What of yourselves, at 
this stage in your development? It 
is certainly true that you have al- 
ready learned the basic fundamen- 
tals of your job, and that you are 


reasonably successful or you 
wouldn't be here tonight. 
Goal: Real Clientele 

You know how to find pros- 


pects, how to present your ideas 
skillfully and tactfully, how to 
control your own working habits, 
how to build prestige in your com- 
munity, and all the other many 
facets of everyday activity as a life 
underwriter. 

But there is another step to be 
taken, and I think that few of you 
will claim that you have yet taken 
it to your full satisfaction. This 
step is the building of a real clien- 
tele, and this is the burden of my 
thought for you tonight. 

Let me pause for a moment, as 
we quote, as we so often do, from 


Dr. Huebner himself, “During the 
next 25 years we shall see a pow- 
erful trend already very noticeable 
toward the client-underwriter re- 
lationship. It is a personal, pro- 
fessional relationship that the 
American people, as they become 
insurance educated, will want more 
and more. The life underwriter 
needs to teach his client frankly 
and powerfully, just as does the 
doctor, lawyer, accountant or min- 
ister.” 

And a further thought from Le- 
land J. Kalmbach, the  distin- 
guished president of the Massa- 
chusetts Mutual: “There will be 
an increasing, not decreasing, de- 
mand for the services of the truly 
professional and superior man with 
all the growing complexities of 
our business.” 


Defines ‘Client’ 


With all of these thoughts | 
heartily agree, provided we are 
really acquiring clients. Perhaps I 
had best define my term. A client 
in this sense is one who looks to 
you, and to you alone, for solution 
of his life insurance problems and 
guidance in his life insurance af- 
fairs. I fully recognize that there 
are those in this group tonight 
who would prefer to substitute the 
broader term “insurance” where I 
have used “life insurance.” 

This distinction could involve us 
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in a controversy with which J g, 
not indulge myself tonight , 
cause I don’t think it makes an 
difference to the basic Deis 
which we are discussing. In ¢, 
this point has been lost in 4 
shuffle, it is that continuing ¢, 
cation will be a good thing j, 
you. Whether you adhere to y 
idea of being strictly a life ins, 
ance man, or whether you pre, 
the larger implication, is  mog 
up to you. 1 


Quotes From Editorial 


Practically speaking, it may y 
even be up to you, but will ‘qui 
likely result from your early trai; 
ing, your temperament, the cop 
munity in which you live, the cop 
pany or companies with whid 
you are affiliated, and other pra 
tical considerations quite beyop 
your choice. As Bob Mitchell » 
cently put it in one of his excelle; 
NATIONAL UNDERWRITER editoriak 

“The agent who deals with j 
well-to-do-market will very like 
find that he can make more mone 
and do it with greater satisfactii; 
to himself by a high degree ¢/ 
specialization. On the other hani 
the agent who is not equipped fe; 
such a market may find that be: 
does better by taking care of mam 
insurance needs. The specials 

(CONTINUED ON PAGE 20) 
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BIRMINGHAM, ALABAMA 


These General Agents and Managers 
Send Greetings to the N.A.L.U. 7Oth Annual Convention 





W. WINFIELD CRAWFORD 
Agency Manager 
Home Office Ordinary Agency 
LIBERTY NATIONAL 
LIFE INSURANCE COMPANY 


ARTHUR C. CROWDER, JR. 
Manager 
THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 


Life . . Group . . Sickness and Accident Insurance 
2019 Highland Avenue Fairfax 2-6614 


B. B. BRICE 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE CO. 


East Terrace-Highland Towers 
2257 Highland Avenue Alpine 1.7209 











L. CLEVE BROWN 
General Manager 
NEW YORK LIFE 
iNSURANCE COMPANY 

FAirfax 3-5221 
1200 - 20th Street, South 


ROY LOCKHART 
General Agent 
AETNA LIFE INSURANCE COMPANY 


2119 Sixth Ave. North 
Fairfax 3-8312 


GLENN G. LAMAR 


General Agent 


THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 


(For Alabama and West Florida) 
2201 Arlington Avenue Alpine 14261 


——— 
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J. B. CONWAY 
Agency Manager 
THE EQUITABLE LIFE ASSURANCE 
SOCIETY of the UNITED STATES 
1200 Empire Bldg. Alpine 1-7135 








M. C. CADDELL 


Branch Manager 


A. PRICE HAMILTON, JR. 


Brokerage Manager 
OCCIDENTAL LIFE INSURANCE CO. 
of CALIFORNIA 


10°-109 Massey Bldg. Fairfax 4-6622 








JACK O. TOMLINSON, CLU 


General Agent 


NATIONAL LIFE OF VERMONT 
Fairfax 2-8649 


810 Brown-Marx Bldg. 
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Life, The Agent is Key 
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"a qui more than an advertising 
‘- 8 — slogan, it is the Company 
, thea Ad t g philosophy of Kansas 
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Key Man! philosophy has resulted in 
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' the benefit of policyown- 
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yn in increased commissions 
per sale. 
We remain firm in the 
belief that the _ policy- 
owner is best served by a 
FE well-compensated, active, 
successful agent. So, at 
Kansas City Life the 
re 1-7209 Agent continues to be the 
— Key Man. 
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general practitioner but he has no 
real reason to do any more 
than the general practitioner has 
just cause for considering that the 
specialist is over-specializing.” 
Few Have 500 Clients 

In the same sense that I have 
used the term, how many real cli- 
ents have you today? 100 or 300 
or 500? The last-named figure 
would doubtless keep you busy the 


may as well admit, I think, tha 


to the rigorous definition of the 
we have done an inferior job o 


term. 

This is something of an old 
chestnut, but it is still true that 
your home offices are constantly 
amazed and chagrined to receive 
correspondence from insured peo- 
ple indicating that field contacts 
have heen lacking for many, many 
years 

Perhaps it is because we are all 


SO, 


What is it that will hold a clien 


matter ? 


20 
beat [a oy — dl the Test of your life, but few of you the grass always seems to look 
2 ee ee eee € approach this future if you stick greener on the other side, and we 


t 
f 


developing the client relationship 
as the older professions have done. 


t 


for you, or for a doctor for that 


In the first place, it will help 
if he likes you, but we'll assume 
that for the present. Beyond that, 
is it not quite largely his opinion 





“Wonder how that 
Combined fellow 
does it” 





* Agents who sell for Combined 
are often the subject of colleague 
admiration. 


That’s quite natural because 
most Combined representatives 
are successful to an outstanding 
degree. Attaining this measure 
of success doesn’t just happen. 
Combined provides agents with 
the two principal ingredients 
that assure their success. 


1. Saleable Merchandise: From 
a broad selection of Hospital, 
Medical-Surgical and Loss of 
Income plans, Combined 
assists an agent in choosing 
the type of coverage he is best 
qualified to sell. 


Combined’s Motivational 
Techniques: Combined agents 
receive training and direction 
in the form of exclusive 
motivational techniques 
that mean the difference 
between ordinary and 
=> extraordinary results. 


That’s how the Com- 
bined fellow does it. He’s 
prepared for success by 
a successful organiza- 
tion — Combined, sec- 
ond largest exclusive 
accident and health 
company in the world. 


We'll be glad to tell you 
how you may become success- 
ful with Combined, if you'll 
mail the coupon below. 












Combined Insurance Co. of America, Dept. 118 
5050 Broadway, Chicago 40, Illinois 


C 0 M B I N E D How can Combined help me to success in the 
Accident & Health Field? 


Insurance Company 


Of America 
W. CLEMENT STONE, PRESIDENT 


5050 Broadway, Chicago 40, Illinois 





Address 





Name ( 
( 


City State 
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of your professional skill? If}, 
truly believes that you are the 
posted insurance man that h 
knows, he will not be tempted, 
leave you, even in the face of gop 
pretty aggressive titer. You 













the part of a competitor. You 
recognize that we have a Ciffergy 
situation here than obtains in the 
older professions. Doctors » 
lawyers do not go about seeks 
new clients; they are ethically pre 
vented from so doing. : 














Teaching Plus Selling 































In our work, which is actual, 
a hybrid between teaching ag) 
selling, the reverse is true and ha 
to be true, or very little life insur. 
ance would have been placed j 
force. But this does mean that 
clients are subject to continuoygg 
tack from the outside, and this; 
all the more reason that your pry 
fessional skill must be outstanding 

This, then, brings us  diregth 
back to the basic point of contin, 
ing education. Were any of y 
to think tonight that you are “fp. 
ished” with the attainment of th 
CLU, you would be in a very dap. 
gerous frame of mind. The ty 
laws are not going to remain 
changed. The economic status ¢ 
individuals and corporations yi) 
not stand still. The family sitw. 
tions and business problems ¢ 
your clients five years from te 
night will be nothing as they ar 
at the moment. You recognize al 
(CONTINUED ON PAGE 22) 
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PENSION & PROFIT SHARING ) 
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SCHOOL ( 
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OCTOBER 21.23 | 
and the | 


BASIC PENSION SCHOOL 


OCTOBER 19 & 20 





} 
to be conducted at 
| 
{ 


PURDUE UNIVERSITY 
by a faculty of experts 









in these fields. 


Address inquiry as soon as | 


possible to: | 


HAL L. NUTT, C.L.U., Director 
Life Insurance Marketing Institute | 
Purdue University 
Lafayette, Indiana 
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Manager Greensboro Branch Office 
Jefferson Standard Life Insurance Company 
1958-59 President, American Society of 
Chartered Life Underwriters. 
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f hes JEFFERSON STANDARD SALUTES 


{ 
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.. 0 billy wwe 


Bill Andrews is a busy man. . . but never too busy to serve his community, 
his company, and his profession. He has been a Chartered Life Underwriter 
since 1987. This year, as President of the American Society of Chartered 
Life Underwriters, Bill is devoting his full energies to advancing the pro- 
fessional standards of life insurance sales and service. 


His civic and professional distinctions are many: President, National - 
Association of Life Underwriters, 1944-45 ... Named “Man of the Year” 
by North Carolina Association of Life Underwriters, 1956 . .. Chairman, 
Greensboro March of Dimes campaign, 1956... N.C. State Chairman, U. S. 
Savings Bond Division, since 1954 . . . Member, State Insurance Advisory 
Committee since 1946 .. . These are just a few. e 


We salute our own Bill Andrews and the Society he heads .... both: 
dedicated to improving the professional standards of life underwriting. 
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The Baltimore Life 
Insurance Company 
GUARDIAN OF SECURITY SINCE 1882 


Baltimore 1, Maryland 








(CONTINUED FROM PAGE 20) 
these things, I am sure, and you 
are determined to stay abreast. 
This determination requires im- 
plementing, and the best imple- 
mentation I know is to continue 
studying. 

Fortunately, the American Col- 
lege and the American Society have 
laid out specific plans to assist you. 
The remarkable seminar held here 
day before yesterday, under the 
guidance of Paul Norton and his 
committee, is but one step in a 
specific program being laid out for 
your future use. 

I hope you will resolve right 
now to avail yourselves of every 
opportunity along these lines. This 
will not only bring you the satis- 
faction of further intellectual 
achievement, but it will make 
money for you, and in the last 
analysis, were economic conditions 
to worsen, it could keep you in 
business. 


More Knowledge, Less Exposure 


A word of warning here from 
an old friend and observer of sev- 
eral thousand life underwriters. 
There is an old saying in the busi- 
ness that as knowledge increases, 
exposure tends to decrease. There 
is enough truth in this for you to 
be on your guard. There is noth- 
ing whatever impractical about 
further education. 

For instance, my old friend, Bud- 
dy Zais of Vermont, who is with 
us tonight, tells me of an idea 
which he picked up at 2 CILU in- 
stitute which resulted in a $200,- 
090 sale the day after i. ©. nome. 
The trick is to gain the haowledze, 
but then put it to imme ate use. 
But without the knowle.’ge, you 
are restricted to whatever you may 
have learned in the old days, and 
this isn’t enough. 


Many Things Happening 


I hope none of this sounds like 
preaching. So many things have 
been happening in your business 
since World War II that I hope a 
reminder of your ultimate objec- 
tive—the building of a real clien- 
tele—will not seem amiss. My 
friend, Halsey Josephson, has just 
written a book which I believe he 
calls “The Indecorous Decade.” 

Whether or not you agree with 
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Mr. Josephson that many recey 
developments are lacking in “de. 
orum” (and I believe he is to be 
congratulated on the choice of , 
mild word), nevertheless it js clear 
that these new developments hay. 
constituted a steady barrage {, 
the men whom you cail your ¢f. 
ents. 


Clients Will Hear 


Without attempting in the leay 
to analyze these things, nor to ex. 
press an opinion as to  whethe 
some of them are sound and other 
merely gimmicks, the fact remains 
that your clients are going 
hear about them. You had bette 
make up your mind to understand 
them thoroughly yourselves, an¢ 
to be absolutely sure your clients 
know that you understand them 
and can explain them thoroughly. 
whether or not you recommend 
them for use. 

While I have already indicated 
that professional men such as lay. 
yers and accountants rarely lose 
clients, if there is a change in the 
tax law which the lawyer or ac. 
countant doesn’t know about, or 
doesn’t mention, he can lose his 
client very fast. 


Knowledge Is Essential 


This is even more apt to happen 
in your case, because of the per- 
fectly proper bombardment by 
your competitors. Thorough knowi- 
edge has always been desirable in 
our business; today it is an abso- 
lute necessity. Herein we see evi- 
dence of the great wisdom of those 
who founded the CLU movement, 
and herein we see also the require- 
ment for your continuing educa- 
tion. 

Public appreciation of life in- 
surance is at an all time high. Do 
not be lulled into complacency by 
this. While I think the statement 
can be proved, it is a very broad 
and general concept. I think I need 
not go further than to remind you 
that the heart of legal reserve life 
insurance is the cash value, and 
that public appreciation of this as- 
pect is in something of an eclipse, 
what with the stock market, the 
mutual funds, the exaggerated re- 
liance on mass coverages, and the 
ever-increasing tendency of bust 

(CONTINUED ON PAGE 26) 





GREETINGS to tHe N. A. L. U. 
at PHILADELPHIA 


From the N EW ARK 





PAUL L. GUIBORD 


Paul L. Guibord and Associates 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 

494 Broad St. 


General Agent 


Newark 2, N. J. 








GENERAL AGENTS AND MANAGERS en 


———, 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 
Newark 2, N. J. 


KAI I. GULVE and ASSOCIATES 
STATE MUTUAL LIFE ASSURANCE 
COMPANY OF AMERICA 


1180 Raymond Blvd. Newark 2, N. J. 
MArket 4-3500 45 Commerce Street 


Building Clients and Agents through 2.7 
the “Planned Living Sales Philosophy”. ale Sm 


BOWES AND JOSEPH 
_ General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
2812 Raymond Commerce Bldg. Newark 2, N. J. 
MArket 4-6800 
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The meaning of the KEY 


One of the notable assets of Life underwrit- 
ing is the public prestige enjoyed by Life 
insurance Field-Men. The American College 
of Life Underwriters and the C.L.U. program 
have contributed substantially to this result. 


We at Metropolitan are proud of our 
C.L.U.’s and join our friends in the Life in- 
surance industry in urging Field-Men to en- 
roll in one of the C.L.U. courses in their 
respective communities. These courses have 
not only added to the stature of all associated 
with Life insurance, but have helped to 


°Metropolitan Life 
INSURANCE COMPANY 


A MUTUAL COMPANY 1 MADISON AVENUE, NEW YORK 10, N.Y. 


broaden the ability of Field-Men to render 
top-notch professional service. 

While you can be a good Field-Man with- 
out being a C.L.U., you can be a much better 
one if you are. In today’s competitive mar- 
ket, it is good business to have the best pos- 
sible professional education. 

One way to get this is to become a C.L.U. 
yourself. It will do much to give you the 
added knowledge, skill and confidence which 
today’s public rightly expects and appreci- 
ates in career Life insurance Field-Men. 
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This full page 


newspaper 
advertisement 
has and will appear 
j in selected cities 


< throughout 
the country 
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‘CONTINUED FROM PAGE 22) 
ness men to think of themselves as 
geniuses in the investment field. 
Here, again, knowledge will be 
your answer, and continuing ed- 
ucation will bring you the knowl- 
edge. 


Unbeaten For Satisfaction 


| hope I have not succeeded in 
making the above seem like a 
tough assignment. Actually there 
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is nothing which will bring you 
more satisfaction than the estab- 
lishment of a real honest to good- 
ness clientele. And there is noth- 
ing which can be any more fun 
than building one. LIAMA made 
a study several years ago which 
doesn't need to be changed an iota. 
They found that there were really 
only three things which a client 
expected of his underwriter. 

These are integrity, which you 


possess ; knowledge, which you are 
in the process of acquiring; per- 
sonal attention, which could be a 
whole subject in itself, but which 
for tonight we'll leave in your 
hands. 


Not ‘For Nothing’ 


A final plea to you CLUs and 
to everyone in the room. Let us 
never try to portray life insurance 
as “something for nothing.” There 












































AN INSURANCE PIONEER 





e First life insurance policy with a disability provision, 


LWW gag 
BAR men. 




















Originator of 


October 16, 1896 


e First life insurance policy providing an “income for 
life” to the insured, December 24, 1902 


e First life insurance policy issued with double death 
benefit, February 10, 1904 


The FIDELITY MUTUAL LI 


ON THE PARKWAY AT FAIRMOUNT AVENUE + PHILADELPHIA 


Assets of Over . . «+ © @ © e 


Insurance in Force . . - « «© « 


and... Fidelity’s services and products 
today are as modern as tomorrow 


SERVING 150,000 POLICYHOLDERS 
















$350,000,000 
$1,200,000,000 
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should be nothing cheap about thi. 
great piece of property—a perm). 
nent life insurance policy, with jp. 
creasing values, without oan 
there when everything else ma 
fail you. : 

My conclusion is from Dr, Hueh. 
ner again. “Life insurance is some. 
thing so essentially useful to gy, 
ciety and so noble in its purpos 
as to inspire love and enthusiasy 
on the part of its practitioners’ 
With that thought of “love and aa 
thusiasm,” I commend you to yoy; 
future careers. oa 


Here From State Farm Life 


The home office of State Fary 
Life is represented at the convey. 
tion by A. W. Tompkins Sr., execy. 
tive vice-president, agency; Henp; 
Keller Jr., vice-president, agency 
Chris E. Harpster, director 4 
agency training, and George D,. 
vies, vice-president and counsel 
life company. 

Also from the life company ar 
Walter Nelson, assistant counsel 
and James Reynolds and Charles | 
Cardwell, directors of administr. 
tion. 


Here For Midland Mutual 


The home office of Midland My. 
tual is being represented at the 
convention by Charles E. Sherer, 
vice-president and director of agen. 
cies, and William H. Ellis Jr. and 
A. Howard Prout, assistant direc. 
tors of agencies. 








The Presbyterian Ministers’ Fund sa- 
lutes its friends as it begins its third 
century of chartered service. It feels 
justifiable pride in a remarkable 
record. The Fund feels grateful for 
the opportunity it has enjoyed in 
serving the best people in America. 
It is happy to be 


“First in the hearts 
of the clergy . 


15 Branches 
from Coast to Coast— 
Texas to Ontario 
PRESBYTERIAN MINISTERS’ FUND 
FOR LIFE INSURANCE 


Rittenhouse Square, Philadelphia 3, Po. 
ALEXANDER MACKIE, PRESIDENT 


1759-1959 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE... is bringing » 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique “Guide to Security’’, 
representatives of Western and Southern are equipped to provide a com- 


plete insurance programming service for every personal and business need. 
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Here From Business Men’s 

J. C. Higdon, president, and 
G. J. Tritch, field manager, are 
attending the convention as repre- 
sentatives of Business Men’s As- 
surance’s home office. 


Hosts For New York Life 

Hosts at New York Life’s recep- 
tion in the Sheraton Hotel Thurs- 
day evening will include Clarence 
J. Myers, president and chairman ; 
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John M. K. Abbott, vice-president 
in charge of public relations and 
advertising; Ronald B. Swinford, 
vice-president in charge of insur- 
ance relations, and Raymond C. 
Johnson, vice-president in charge 
of marketing. 

Also, G. Thomas McElwrath and 
Paul A. Norton, vice-presidents in 
the marketing department. Others 
in the marketing department will 
include Howard H. Conley, 2nd 
vice-president and Amelia Reichert, 


assistant vice-president. 

Also, Don Parker, vice-president 
in charge of the northeastern; ge- 
gion; F. Turner Munsell, vice- 
president in charge of the north 
central region, and John O. Gault- 
ney, vice-president in charge of the 
southeastern region. 


Provident Mutual Dinner 

The company dinner of Provi- 
dent Mutual Thursday evening, 
which will take place at the home 








POLICIES SOLD BY = 
MUTUAL BENEFIT LIFE AGENTS 
IN 1958 AVERAGED 









Why do Mutual Benefit Life agents write pol- 
icies so much higher than the industry average? 

First: Mutual Benefit Life’s personal planning 
for TRUE SECURITY appeals to the man 
who has more to protect and more to spend 


for insurance. 


Second: Mutual Benefit Life provides its 
agents with fast hitting, pre-tested sales aids 
designed to save agents’ and prospects’ time. 

Third: Many Mutual Benefit Life agents 
find it easy to concentrate in the higher income 


professional fields. 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK. NEW JERSEY 











And that’s not the whole story! Only 5.7% of Mutual Benefit Life insurance i term. si 


For these reasons, and others, the men who 
understand and value life insurance most seek 
TRUE SECURITY from Mutual Benefit Life. 
This also means True Security for the agents of 
Mutual Benefit Life and their families. 


MUTUAL BENEFIT 


The Li FE Insurance Company 
for TRUE SECURITY 
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office, will have_as_ hosts, amoy 


others, Lewis C. Sprague, viel 6 


president and manager of agenci, 
Charles E. Probst, vice-presiden; 
group division; Everett T. Aj, 
Jr., manager of the pension plan 
department; Harry Barkley, ;, 
gional group manager, and Richa, 
L. Benson, assistant manager ; 
agencies. 

Also, C. Gordon Ferguson, ¢ 
rector of sales; E. Roy Hofman 


Ind Da 





associate manager of agencig 
Frederick J. Kiefner, assistant 
ager of agencies, J. Stinson Seo 
supervisor of public relations, ap 
William F. Sessoms, director , 
agency department services. 


Also, James F. Sutor, assistay 


manager of agencies; John T, Wj 
ver, director of training; Will 
G. Williams, manager of the groy 


insurance department, and Alfre 


F. Wilmouth Jr., assistant map 
ager of the group sales departmer: 


Mutual Of New York Hosts 















Roger Hull, president of Mutu; 
of New York, will be host durin 
the company dinner at the Wat 
wick Hotel Thursday  evenin; 
Other hosts will include Stanton (, 
Hale, vice-president for sales; E,( 
Danford and J. B. McAfee, 2h 
vice-presidents for sales; F, } 
Jackson, regional vice-president ji: 
sales; J. J. Melly Jr., director ¢' 
brokerage sales, and <A. Trusse! 
director of field relations. 


Here From Ohio National 
Grant Westgate, agency vice. 
president; Frank Johnston, direc 
tor of agencies, and Luke Benter 
assistant director of agencies, ar 
attending the convention from th: 
home office of Ohio National Lif 


For John Hancock Dinner 

The John Hancock compan 
dinner at the Warwick Hot 
Thursday evening has as _ host 
R. Radcliffe Massey and Georg: 
Vinsonhaler, vice-presidents, get 
eral agency; Harold W. Chader} 
superintendent of general agencie: 
mid-cast division; William D. Be 
con, superintendent of gener 
agencies, midwest division, ani 
E. Leslie Ross, superintendent ¢ 
general agencies, eastern divisioi 





Fidelity Jnterstati 


LIFE INSURANCE oT 


Cheil its warmest 


GREETINGS 


TO ALL 


NALU MEMBERS 


HARRY T. DOZOR 


President 


GEORGE J. HARRISON, CLU 


Director of Agencies 
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‘Stardust’ Message Has 
Universal Application 


By LAFLIN C. JONES 


While “Stardust” was written 
e Round Table, [ am sure 
a - that some of the 
ideas it tries to 


the first time at a National Assn. 
of Life Underwriters convention, 
the widely acclaimed life insurance 


for th 
play “Stardust” was produced, as 
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7 Home Office: 200 East First Street, Wichita, Kansas 





the feature of the Million Dollar 
Round Table hour. How did this 
play come to be written? What 
were the objectives of the author 
and the Round Table leaders who 
urged him to write and produce it 
as a Round Table meeting feature? 

The author, Laflin C. Jones, di- 
rector of markets research of 
Northwestern Mutual Life, was 
asked to supply the answers. His 
reply is presented here. 


convey are appli- 
cable not only to 
all agents but to 
people in all 
walks of life. We 
start our careers 
in a_ spirit of 
eagerness and 
idealism which 
almost without 
our knowing it 
mav become tarnished. As a re- 
sult, we may find ourselves losing 
some of the zest and the adventure 
of life and becoming a pain in the 





Laflin C. Jones 





neck to ourselves and others. 


The Round Table application is 
(CONTINUED ON PAGE 32) 
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ANNOUNCING 


This week at Philadelphia, for | 





DONT 
GET UP 
ON THE WRONG 











and don't get off to a wrong start when you are ready 


to move upward in your life insurance ca- 
reer. As an F & B General Agent you'll get 
more than up-to-date contracts, modern sell- 
ing aids, and a new compensation plan for 
new men designed to help you build your 
own business faster and better. You'll enjoy 
many marks of F & B’s appreciation for the 
good work of our field force —like our 
annual all-expenses-paid meeting at a luxury 
resort for all our agents (and their wives) 
whose production reaches moderate mini- 
mums. You'll make money — and have fun 
when you qualify as a General Agent 
with F & B. 


El Gran Hotel Ancira at 
Monterrey in Old Mexico 
is the scene of F & B's 
1960 Fun-and-Honors 
FABLIC Meet. 





g 
<2 Farmers & Bankers 
N99) Life Insurance Company 








PUBLICATION OF 











LIFE AND Fj 8 
HEALTH 1 ind Het 
INSURANCE i 
HANDBOOK yp 











Planned and Edited by DAVIS W. GREGG, 
Ph.D., C.L.U. President, The American 


College of Life Underwriters 








Serves you as a guide to the best methods, procedures, practices, theories, and tech- 
niques in modern life and health insurance. The guidance, advice, and experience of 
the 109 insurance authorities who contributed to this monumental volume are right 
at your fingertips. 


Provides you with a comprehensive reference source of information on every major 
aspect of life and health insurance. The Handbook is divided into six main sections 
comprising 69 chapters (more than 1000 pages) and 19 appendixes which contain a 
variety of sample contracts, riders, forms, documents, and other practical materials. 
The basic sections are: 1) Personal Life Insurance, 2) Life Insurance for Business 
Purposes, 3) Programming and Estate Planning, 4) Health Insurance, 5) Life Under- 
writing and Sales Management, and 6) The Institution of Life Insurance. 

Offers you an easy-to-read and practical volume of insurance principles and practices. 
The LIFE AND HEALTH INSURANCE HANDBOOK emphasizes actual problems and 
situations that currently exist in the life and health insurance fields. The practical 
application of sound knowledge and experience is stressed throughout. 

Provides you with the finest thinking in insurance. Under the direction of Dr. Davis W. 
Gregg, 109 well-known insurance experts contributed to this book. Each of the 69 
chapters was written by one of the contributing authors within a carefully conceived 
master plan for the entire book and against a basic plan for each chapter. The chapters 
| were then read and edited by a number of consulting editors, with at least four editors 
| reviewing each chapter. 


PARTIAL LIST OF CONTENTS 
Contracts—Term Insurance 

Contracts—Whole Life 

Contracts—Endowment 





Taxation of Life Insurance 
Estate Planning Principles 


Medical Expense Insurance—Individual and 
ne Group 

Contracts—Annuities ; 

Medical Expense Insurance—Blue Cross and 


Family and Juvenile Policies 

Dividends and Their Use 

Risk Selection 

Life Insurance As an Investment 
Insurance for Business Continuation 
Group Insurance 

Pensions—Individual Policy Pension Trusts 
Pensions—Group Deferred Annuities 
Pensions—Deposit Administration Plans 
Pensions—Trusteed Plans 

Credit Life and Health Insurance 
Determining Needs 

Trusts and Their Uses 

Social Security Benefits 





HOMEWOOD, 


Blue Shield 
Disability Income—Individual Policies 
Disability Income—Group Coverages 
Government Health Benefits 
Programming Health Insurance 
Building the Life Underwriter’s Market 
The Sales Process 
Sales Management 
Financial Management of a Sales Agency 
Company Organization and Management 
Life Insurance Company Investments 
Life Reinsurance 
Regulation of Life Insurance 
The Debit System and Industrial Insurance 


Price: $14.50—Order your copy from: 


RICHARD D. IRWIN, INC. 


ILLINOIS 
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ALBERT C. ADAMS 


General Agent 


ane 


Broad Locust Bldg. KIngsley 6-1811 





WELCOME to th 


These leading General Agen} 








owe 


are proud to be hosts to thd 70 





GLEN W. ROSE 


Manager 


DOMINION LIFE 
ASSURANCE COMPANY 
121 S. Broad KIngsley 5-6925 


GEORGE C. COULSON 
Brokerage Manager 
CONTINENTAL ASSURANCE CO. 
Herkness-Peyton-Bishop Inc., Gen. Agts. 
2101 Finance Bldg. LO 3.2267 











OCCIDENTAL LIFE 
INSURANCE COMPANY OF CALIFORNIA 
JOHN A. ALLISON, Branch Mgr. 
WILLIAM B. KIRK, C.L.U. 


W. J. EDELMAN 


General Agents & Associates 


WASHINGTON NATIONAL 
INSURANCE COMPANY 





THE WILLIAM L. SHERMAN AGENCY 
STATE MUTUAL LIFE ASSURANCE 
COMPANY OF AMERICA 
1320 Western Saving Fund Bldg. 





| | 





Brokerage Mer. 1900 Architects Bldg. 17th & Sansom é _ 
123 S. Broad KIngsley 6-3939 LO 82957 KIngsley 5-1550 
GORDON K. HARPER THE KEYSTONE AGENCY 
and Associates RAYMOND W. SEEGER “Serving the Delaware Valley” 


PHOENIX MUTUAL LIFE 
INSURANCE COMPANY 


Manager 


MUTUAL OF NEW YORK 


JACK McLEAN, Mer. 
PHOENIX MUTUAL LIFE 








1200-20 Phila. Nat’l. Bank Bldg. 1422 Suburban Station Bldg. LO 8-1255 INSURANCE CoO. 
Tel: RI 6-1224 1616 Walnut PE 5.2665 


and Associates 


é THE FIDELITY MUTUAL LIFE 
: @ ; INSURANCE COMPANY 
tu Tel: LO 8-4180 


2 Penn Center Plaza 


General Agent 
THE CROWN INSURANCE 
COMPANY 


3 Penn Center Plaza 


LO 8-3545 


| | 


Manager 


SHENANDOAH LIFE 
INSURANCE COMPANY 
123 S. Broad St. KIngsley 5-0616 





if 





MARTIN A. ROSOFF, C.L.U. 
Manager 
JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 
Suite 600, 1616 Walnut PE 5-1544 





E. J. COLLINS 
Manager 
BANKERS LIFE COMPANY 


Suite 1202, 42 S. 15th St. 
Locust 7-3481 


MAHLON B. SIMON 
General Agent 
CONTINENTAL AMERICAN 


LIFE INSURANCE COMPANY 
Phila. Nat'l. Bank Bldg. LO 3-8991 








OTTO ALDEN, General Agent 
and Associates 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
Phila. Saving Fund Bldg. WAlnut 3-3400 


FRANKLIN LIFE sss" 


123 S. Broad St. Phila., Pa. 


JACK E. RICE 


General Agent 
and_ Associates 
EQUITABLE LIFE INS. CO. OF IOWA 


6 Penn Center Plaza LO 4-2245 














D. E. MAC LEAN SONS, Inc. 
' General Agents 
MASSACHUSETTS INDEMNITY 
and 
LIFE INSURANCE COMPANY 
Phila. Nat’] Bank Bldg. LO 7.2121 





JOHN F. HUBER Ill, 


General Manager 
THE WYNNEWOOD AGENCY 
OF 
LIFE INSURANCE COMPANY 
OF NORTH AMERICA 
7 Wynnewood Rd., Wynnewood, Pa., MIdway 9-3450 











GORDON S. MILLER 


General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


1616 Walnut KIngsley 5-0833 
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99 
‘CITY OF BROTHERLY LOVE FREDRICK G. HIGHAM 
| and Managers of Philadelphia AGENCY, INC. 
GREAT WEST LIFE 
to thd 70th annual N.A.L.U. convention ASSURANCE COMPANY 
344 N. Broad Tel: LO 3.2783 
“W elcome To The City Of Brotherly Love.” 
Manager Manager-Philadelphia Agency 
THE MANUFACTURERS LIFE THE PRUDENTIAL INSURANCE 
INSURANCE COMPANY COMPANY OF AMERICA 
2 Penn Center Plaza Tel: LO 8.5200 1401 Walnut Tel: LO 3-6010 
BENJAMIN M. GASTON, C.L.U. ( h Ot Ga. 
H. S. BAKETEL, JR, C.L.U. Branch Manager 
General Manager NORTH AMERICAN LIFE Ny. y. 





UNION CENTRAL LIFE INS. CO. 


6 Penn Center Plaza Tel: LO 7-2442 


ASSURANCE COMPANY 
1830 Philadelphia Natl. Bk. Bldg. 
LOcust 3-8163 


2 1850 


hrm teartaer Sp 


123 S.Broad. Kib2780 











EDWARD L. REILEY, C.L.U. 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
820 Western Saving Fund Bldg. 
Tel: PE 5-1456 


FINKBINER COMPANY, GEN. AGT. 


And Associates 
A.C.F. Finkbiner, C.L.U. 
A.C.F. Finkbiner, Jr., C.L.U. 
THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


1405 Locust St. Tel: KI 6-1234 


THOMAS F. IRWIN and ASSOCIATES 
PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 
Tel: LOcust 8-0535 


3 Penn Center Plaza 








EUGENE C. DeVOL, C.L.U. 














LU. FRED VAN URK AGENCY WILLIAM B. SNYDER, C.L.U. General Agent, and Associates 
Representing Agency Manager I wv. Bake M. r. Weintrand a ‘M. Deuthett 
UNITED BENEFIT LIFE CONTINENTAL ASSURANCE COMPANY J. Fo Haniiton PLE. Rook mx. Shoemaker — 
INSURANCE COMPANY eerie: rer NATIONAL LIFE INSURANCE CO. 
616 123 South Broad St. Tel: KI 6-1500 MOhawk 4-4557 Montpelier, Vt. 
1616 Walnut Street Tel: PE 5-1280 
JOHN C. KNIPP, JR., C.L.U. 
iia s eeaniaiaii OHN C 7 JR, THE PIERCE AGENCY 
G LA General Agent and Associates Wm. G. Pierce, C.L.U., Gen. Agt. 
eneral Agent ae : 
THE CONNECTICUT MUTUAL LIFE R. J. Kistler, Gen. Agt. 
N THE cidemnesiil NATIONAL LIFE INSURANCE COMPANY THE FIDELITY MUTUAL LIFE 
Y INSURANCE COMPANY 1906 Architects Bldg. 17th & Sansom St. INSURANCE COMPANY 
1 3 Penn Center Plaza LOcust 8-2033 Tel: LOcust 7.5131 : 6 Peni Center Place LO 8.2050 
ee 
HERBERT M. CADY, MGR. ROBERT B. ARMSTRONG HARVEY GOODSTEIN, C.L.U. 
Frank J. Campbell, Mgr. Bkge. - General Agent 
Jay D. Utley Jr., Dir. Bkge. Services General Agent CONTINENTAL ASSURANCE 
Frank J. Kelly, Mgr. Group Dept. NEW ENGLAND MUTUAL LIFE COMPANY 
IOWA CONNECTICUT GENERAL LIFE INSURANCE COMPANY Complete Brokerage Facilities, 


[FE 


INSURANCE COMPANY 
Phila. Saving Fund Bldg. Tel: WAlnut 3-2525 





3 Penn Center Plaza Tel: LOcust 8-2920 


Special Attention Sub-Standard and Problem Cases 


1413 Walnut Street 
Philadelphia 2, Penna. LOcust 4-1070 











L. V. DRURY 
Manager 
SUN LIFE ASSURANCE COMPANY 
OF CANADA 
121 S. Broad St. Tel: PE 5-4600 








JOSEPH H. REESE, C.L.U. 


General Agent 
PENN MUTUAL LIFE 


INSURANCE COMPANY 
6th & Walnut WaAlnut 5-7300 


NORRIS MAFFETT, C.L.U. 


General Agent 


THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
1420 Walnut Tel: KIngsley 5-5100 
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(CONTINUED FROM PAGE 9) 
that this is just as likely, maybe 
even more likely, to happen to the 
highly successful to others. 
They may become arrogant, or 
they may get so wrapped up in 
the mechanics of what they are 
doing that they forget the basic 
objectives of a worthy career, 
namely, to provide the basis of a 
useful and enjoyable lifetime for 
ourselves and families and at the 
same time be useful and helpful 
to others. 


Was Asked To Write It 

Now, all this Uncle Dunk 
preachment did not spring spon- 
taneously from my own head. Havy- 
ing put on “The Ordeal of Rich- 
ard Roe” for the Round Table, I 
was asked to write one specifical- 
ly for the MDRT. 

To select a pertinent theme, the 
chairman, Walter Hiller of Penn 
Mutual Life, Chicago, suggested 
that I spend a day with him and 


as 





one of the 








why this is so 


ASSURANCE COMPANY, 


na one of the 
@ 


usiestT 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best’ one of the busiest, too! 


Cartial Life 


Progressive and competitive, yes 


at the expense of financial security 
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John Todd of Northwestern Mu- 
tual, Chicago, the immediate past 
chairman, and Billy Earls, Mutual 
Benefit Life general agent at Cin- 
cinnati, the vice-chairman. 

We kicked around a lot of ideas 
and finally settled on one that 
these fellows thought was a com- 
mon experience of the Round Ta- 
ble member after he got over the 
first fine flush of profitable suc- 
cess. 

Everything was dandy and he 
and his family were traveling first- 
class, but it just didn’t seem to be 
as much fun any more. He lost a 
lot of his inspiration and some of 
the excitement and thrills that pre- 
vailed in his earlier days. ; 

We settled on that general idea 
and I came home to put it in 
dramatic form. Tension, conflict, 
and humor were of course drawn 
upon, these along with plot and 
character being the attributes of 
effective drama. We even threw in 











DES MOINES 6, IOWA 


. . but not 







ASSETS | $168 Million 
surPLus | $14 Million 
INSURANCE | $575 Million 






IN FORCE 





a little advanced underwriting to 
make the production really worthy 
of the Million Dollar Round Table 
platform. 

Of course, the Round Table au- 
dience is one of the most respon- 
sive in the world. These high-pow- 
ered salesmen may seem tough, 
but one of the reasons for their 
success is that mostly they are 
pretty emotional at heart and if 
you push the right buttons they 
will respond just as their clients 
respond to them. 

When the show was put on, I 
stood in the wings with the same 
kind, albeit doubtless a lower de- 
gree, of misgivings experienced by 
real authors of real plays. But of 
one thing I am certain, no author 
of anything anywhere ever en- 
joyed the spectacle of a more elec- 
tric and gratifying response than 
this little drama got from the 
Round Table. It was really excit- 
ing and apparently as funny in 

That this little show has appeal 


2nd Day 


for others has been demonstrate 
by its numerous repetitions be 
fore various kinds of agenty 
groups and the apparently hes 
felt reactions that followed. In 
fact, I have quite a file of testimo. 
nials, all of which goes to show 
that Hiller, Todd and Earls Were 
perceptive observers of their {e, 
low agents. 


Skilled Cast Added Much 


Of course, our original cast 
which will perform the show j, 
Philadelphia, has been responsibj 
for lots of the impact. They ay 
all accomplished actors and ac 
tresses, who incidentally are bys; 
people in other respects here jj 
Milwaukee. They just happen t 
be members of the Shorewoo( 
Players, a very successful local lit. 
tle-theatre group. I hope th 
Round Table decision to sponso; 
this at Philadelphia is a good ide 
and that the NALU crowd will ep. 
yoy it. 
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ull Vesting 


You get 7 





of renewals with 


Lafayette Life 


in a general agency contract that provides: 


To commissions ... lifetime renewals... no collection 


penalties (death, retirement, or termination)... and a generous 


pension plan. You'll be happy...and stay happy... with 


Lafayette’s sound, fair, easy-to-understand contract; with 


Lafayette’s active, friendly support through modern sales 


tools, progressive merchandising methods, interim financ- 


ing, and a liberal, realistic compensation plan. Get. the 


benefits of a “no penalties” contract. Join Lafayette now. 
Write in confidence to M, V. Goken, Director of Agencies... 


Lafayette 


LIFE INSURANCE COMPANY 


LAFAYETTE, INDIANA 








Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsylvania, Wisconsin, Ke entucky, Virginia, Texas, 
Tennessee, Colorado, Wyoming, New Jersey, Florida, West Virginia, 
Maryland, District of Columbia, Minnesota and adjacent states. 
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nonstrat 

itions be. 

t agents’ 

Owed. Inf, more will be cast in bronze 
of testimo. and exhibited on the walls of the 
> tO show hover of the building. 

“arls werel The campaign will be = set up 
their fe.fiong the lines of Community 


Chest drives, so that the work is 
ided. No campaign worker will 


div 
than 10 persons to 


have 
solicit. . 

Not only will the campaign re- 
glicit. those who have already 
had a chance to subscribe but will 
reach the many who have entered 
the business since the last build- 
ing fund campaign was put on. — 

The members’ enthusiasm tor 
the project Was evident at Nation- 
al Council meeting, when Messrs. 
Donohue and Spence outlined the 
campaign and Arthur Defenderfer, 
John Hancock, Washington, D.C.., 
iilding committee chairman, des- 
cribed the building. Showing a 
colored picture of the building as 
it will finally look and pictures of 
the workmen on the job remodel- 
ing it, taken a few days ago. 


Costs Being Kept Within Budget 


: more 
inal cast 
Show jp 
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Mr. Defenderfer described the 
building project in detail and 


made it clear that costs are being 
kept within the budget set by the 
hoard of trustees. 

The next day there was a fine 
turnout for the fund-raisers’ ral- 
ly, for all association members. 
Moderators were Mr. Donohue 
and Mr. Spence. Here the cam- 
paign was explained in more de- 
tail, so that those being asked to 
take part in it could know what 
was expected of them. It was in 
the nature of a workshop. 

There appears to be general en- 
thusiasm for the new building and 
a disposition to unite on this struc- 
ture as NALU’s’ home, even 
among most of those who a year 
ago backed the former building 
committee in its opinion that the 
association should have stuck with 
the “C” Street site in Washing- 
ton. There are some who still feel 
that way but they are not openly 
finding fault with what is being 
done. 


ith 


Session Is Harmonious 


Not only were there no critics 
of the building program speaking 
out at the National Council ses- 
sions but it could be said that as 
respects the council’s entire de- 
liberations there could hardly 
have been a more harmonious ses- 
sion. It was evident that the coun- 
cil members were paying close 
attention, but there was no has- 
sling, as has often occurred at 
other council sessions. 


Report after report went 
through, “received” as offered or 
with minor amendments. The 





council passed the sound-money 
resolution offered by Julian S. 
Myrick, Mutual of New York, 

New York City, chairman of 
American College and a past presi- 
dent of NALU. It recommended 
the passage of HR 99 providing 
lor a constitutional amendment 
making it impossible for Congress 
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(CONTINUED FROM PAGE 1) 


to exceed federal budget limits 
except in dire national emergen- 
cies, 

In his report to the National 
Council, President Oren D. Prit- 
chard had some outspoken utter- 
ances for the company executives 
who, he charged, are undermining 
permanent life insurance by their 
almost complete worship of  in- 
force figures. He said nobody 
ever bought life insurance without 
having been convinced by some 
agent. Consequently he would 
hold companies just as responsi- 
ble for discrimination in selling 
term insurance at net cost or 
close to it as he would a_ life 
agent for selling at net cost by 
rebating his commission. 

NALU Treasurer Louis J. Gray- 
son, Travelers, Washington, D.C., 
created a gratifying impression of 
hard-headed_ skepticism appropri- 


‘NALU Sets Drive For Debt-Free Home 


ate to NALU’s chief financial of- 
ficer—a silver dollar tendered him 
by President Pritchard as his an- 
nual salary—though it may have 
been a natural reaction to all the 
concern that is being registered 
over the debasement of the dollar. 

Anyway, it got a laugh that 
helped lighten the sombreness of 
his report that only $6,000 could 
be added to the surplus, a figure 
which he warned is much too low 


for safety and conservative fi- 
nancing. 


NALU faces a crucial year, he 
said, with the expenses it faces in 
connection with its new building. 
He said the building “will do a 
lot for us” but must be burdened 
with a mortgage that would 
cause a dues increase. 

There was a colloquy between 
R. E. Wood, Phoenix Mutual, San 
Francisco, reporting as chairman 
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of the agents committee, and Man- 
aging Director Lester O. Schri- 
ver, about the committee’s 
gestion that a research analyst at 
headquarters undertake the work ° 
of showing why people would be 
better off buying individual poli- 
cies than group insurance when 
and if the Keogh-Simpson bill is 
enacted into law. 

Mr. Schriver said he _ didn’t 
know what a research analyst was 
but he was sure that they cost 
money. He added, “I’m for it if 
you want to pay for it.”” Mr. Wood 
said the committee just wants to 
see that it gets the best possible 
information to prevent insurance 
and annuities under the proposed 
legislation from being sold on a 
group basis, and if it proves im- 
possible to prevent it, then how 
best to sell against group. 

John W. Clegg, for 68 years an 
agent of Penn Mutual in Phila- 
delphia, who was president of 
NALU in 1924-25, was introduced 
and spoke briefly. 


sug- 











Welcome, 
NALU Members 


We're happy to welcome to Philadelphia 
the men and women attending the 70th 
annual meeting of the National Associa- 
tion of Life Underwriters. The concept for which Philadelphia’s historic 
background is well-known—independence for the individual—has a marked 


similarity to the principles of the industry you represent. 


The financial independence that you have provided for millions of Americans 
reflects the success of these principles. We congratulate you on the job you 


are doing . . . and wish you a profitable and pleasant annual meeting. 


Provident Mutual 


Life Insurance Company of Philadelphia, Pa. 


4601 Market Street Philadelphia 1, Pa. 
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Truly Qualified Agent Needs 
Understanding Of Investments 


Will a knowledge of investment 
principles cause you to want to 

The time is here when the re-sell other types of investments in- 
quirements to be a really qualified stead of life insurance, or in addi- 
life underwriter tion to life insurance? On the con- 
person will 
upped, and that realize first of all that a knowledge 
additional re- of the elementary principles of in- 
quirement is at vestments is still years away from 
least an elemen- the knowledge and ability to be 
tary understand- @n investment L a 
ing of not only Specific issues of securities which 


By J. HARRY WOOD 


have again been trary, 





vestments will reinforce the con- 
viction that life insurance is the 
premier and the primary invest- 
ment for almost everyone on whom 
you call and that it can really 
have no competition where there 
is a need for it. 

Before you become somewhat 
aghast at the fact that here is a 
new area in economics to under- 
stand, remember that your pre- 
decessors were also aghast when 
they realized the developments 
which were new to them were also 
going to require additional study 
and knowledge. Make no mistake, 
this new development, if one wants 
to be prepared for any eventuality, 


to the 









To be able to advise his 5, 
pects and clients properly, the wa 
qualified agent today neeg 
knowledge of investments, y, 
aging Director J. Harry Wood , 
LIAMA told members of the W, 
men Leaders Round Table at ty. 
annual dinner during the NA 
convention in Philadelphia, 
following is a condensed vers, 
of Mr. Wood’s talk. 


















agents it means not only sty 
but even more study to keep ahe; 
of their agency forces in order ; 
talk sensibly about it in agen 
meetings or in supervision inte 
Views. 


the terminology (Ne should Cc for the 
but also the prin- varying needs of investors. 
ciples of invest- Reinforces Faith In Insurance own. 
J. Harry Wood ments. Furthermore, a knowledge of in- For managers 


does mean some study on your 


and = general 


For companies, it may mean {| 
gradual inclusion in their inte! 
(CONTINUED ON PAGE 47) 
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THESE SAN FRANCISCO 
GENERAL AGENTS AND 
“ | MANAGERS EXTEND BES? 





WISHES TO THE 
70th ANNUAL 
N.A.L.U. MEETING 





E. A. ELLIS 
General Manager 
LIFE INSURANCE COMPANY OF NORTH AMERICA 
YU 2-8500 


244 Pine St. San Francisco 








UNION MUTUAL LIFE INSURANCE COMPANY 
PAUL R. HOFFHOUS, BRANCH MANAGER 
JAMES C. RYAN, GROUP MANAGER 
114 Sansome Street San Francisco 4, Calif. 


Suite 614 YU 2-9170 
Life, Group, Non-Cancellable Sickness & Accident 


A. D. HEMPHILL, C.L.U. 
Agency Manager 
THE EQUITABLE LIFE 
ASSURANCE SOCIETY 
EXbrook 7-0800 
120 Montgomery St. San Francisco 4 


MARSHALL GOODMANSON 
Manager 
PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 
SUtter 1-7903 
400 Russ Bidg. San Francisco 4 








CHARLES S. BROWNING 
Manager 
THE CANADA LIFE ASSURANCE 
COMPANY 
SUtter 1-4860 


200 Bush St. San Francisco 4 


B. W. WALKER 
Inspector of Agencies 
NEW YORK LIFE 

INSURANCE COMPANY 
DOuglas 2-6820 


433 California St. San Francisco 


J. DENNY NELSON 
General Agent 
AETNA LIFE INSURANCE CO. 
“Brokerage Service” 
Telephone YUkon 2-4040 
220 Montgomery St. — San Francisco 4 


aia iia 





———€,! 





D. J. ROBERTSON, REGIONAL SUPERINTENDENT 
JOHN HENEAGE, MANAGER 
SECURITY-CONNECTICUT LIFE 
INSURANCE COMPANY 


YUkon 2-1320 


320 Market St. San Francisco 








DAVID S. KAMP 


General Agent 
HARRY W. DAY, Asst. Gen. Agent 
Brokerage Service 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0888 
333 Pine Street San Francisco 4 





JULIUS S. BROWN, C.L.U. 
Manager 
CONTINENTAL ASSURANCE COMPANY 
DOuglas 2-8316 


433 California Street San Francisco 


SS og 
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Group Protection Against 


$15,000.00 


AGGREGATE LIMIT OF LIABILITY 


Broad coverage at low cost has made 
the Group Dread Disease Policy of- 
fered by the Aviation and Special Risk 
Division of Bankers Life & Casualty Co. 
the leader in this field during recent 
years. Now, the same broad coverage— 
low cost protection is extended to include 
the most dread disease of all—Cancer! 


For Employee Groups of 10 or More 


And no participation requirements 
(where permitted by State law) 


For Individual Employees or 

For All Members of the Household— 
for whom application is made. The 
term “All Members of the Household” 
embraces all persons living at the ad- 
dress of the insured, but excluding 
individuals in no way related to the 


insured. The same liberal definition of 
“All Members of the Household” that 
has made our Group Dread Disease 
Policy the leader in the field still applies. 


Manifestation Wording 


The Company Will Pay for loss due to 
expenses as a result of a covered dis- 
ease which first manifests itself during 
the period of insurance, and incurred 
within 3 years thereafter subject to 
the aggregate amount stated in the 
policy and the limit of liability in the 
case of Cancer. 

The policy wording with regard to 
Cancer coverage is . . . “Pathologically 
diagnosed cancer (other than Leu- 
kemia) which first manifests itself 
during the policy period.” 





OPPORTUNITIES FOR SPECIAL RISK MEN 








Due to rapidly expanding operations we are looking for men with underwriting 
and production experience, interested in advancement by joining an aggressive 
company with rapidly increasing sales. 


Contact 
William G. Burns 
Aviation and Special Risk Division 
Bankers Life & Casualty Company 
4444 West Lawrence Avenue 
Chicago 30, Illinois 








AVIATION AND SPECIAL RISK DIVISION BANKERS 





Limits of Liability for Cancer 


(Based on the insured person’s age at 
the time of diagnosis) 


RINGS 05s 0 0-40a00s $5,000 
DU AOIANe oo aio cern ncesivie's $4,000 
1g 5S ree $2,500 
Rte Olle cckcccccccues $1,000 
GEORG. sks. Sccccens $ 500 
66 and over............ NONE 


Weekly Indemnity 


In addition to the medical expense 
benefits—policy pays $25.00 per week 
while hospitalized for one of the speci- 
fied diseases—up to 26 weeks. 





Low Annual Rates 
For Employee Only... . .$6.00 
Employee and All 
Members of Household $12.00 


Available on 


Annual Basis only 


Write Today for DETAILS 











LIFE & CASUALTY COMPANY 


4444 W. Lawrence Ave., Chicago 30, Illinois 
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ester, N. Y., and Jack Stewart, 


candidates, from among whom six 
Phoenix Mutual, Cleveland. 


are to be elected, all for two-year 


Trustee Slate Still 





Remains At Eight terms: Verne Barnes, Kansas City Messrs. Blumberg, Hicklin, Me- 
(CONTINUED FROM PAGE 1) Life, Little Rock; David Blum- Namara and Stewart and Miss 
Hendley Jr., Mutual of New York, berg, Massachusetts Mutual, Putnam are up for reelection. 


Knoxville, Tenn.; William H. Gat- 
ling, Jefferson Standard, Norfolk, 
Va.; A. J. Halloran, Baltimore 
Life, Williamsport, Pa.; Edward 
M. Hicklin, Occidental of North 
Carolina, Burlington, N.C.; Frank 


Columbia, S.C.; for vice-president, 
William E. North, New York Life, 
Evanston, Ill.; for treasurer, Lou- 
is J. Grayson, Travelers, Wash- 
ington, D.C., the present incum- 
bent; for secretary, R. L. MeMil- 


North American (Toronto) 


On hand from the home office 
of North American Life of Toronto 


lon, Business Men’s Assurance, G. McNamara, Old Line Life, is E. Morton, assistant general 
Abilene, Tex. Waukesha, Wis.; Ellen Putnam, manager, agencies, and L. V. Ti- 


Following are the eight trustee bert, superintendent of agencies. 


General Why Nof ee 

ai lA \ 
“gen'—  Ghoot for 
the Sfarsf © 


Here is a challenging opportunity for ground floor growth 
with a brand new Pennsylvania Life Insurance Company! 
The deal worth ‘shooting for’ includes— 








National Life of Vermont, Roch- 




























och 
















Top Commissions — Plus! 3 


Par and Non-Par — Plus! 








Franchise — Plus! 






Minimum Deposit Plan— Plus! 
Group — Plus! 
Health and Accident—Plus! 


Hospitalization—Plus! 


5th DIVIDEND OPTION AVAILABLE 
ON ALL PAR PLANS! 


This gives you an honest 
competitive edge over anyone! 
Will write up to $1 million 

on any one life. 

Sub-standard to 1500% 





















Sorry, gentlemen — 
Pennsylvania only 
(for now) 


PHONE ¢ WRITE ¢ WIRE 




















Director of Agencies 
ROBERT R. FELTMAN 












INSURANCE COMPANY 


PA PENNYPACKER S-7910 


LIFE 


PHILADELPHIA, 


7A = On) 


a ISTH STREET AT WALNUT 





2nd ind Day 


No Loaded Questions §. pu 
Forum On Mutual Fy; 


(CONTINUED FROM PAGE }) eve 
life companies, on the ground yf. sate 
people are so accustomed to ; A 
guarantees of life insurance t “ 2 
they would be unable to com ee 
hend getting something y . re 

Ss Ungy udd C 

anteed. ie 
Edward B. Burr, executive Vi “ 
president of the One Wild. mar 
Street Fund of New York ¢; 5 aM 
was asked his opinion of byy, Fie. | 
term and investing the differen” . 











































: : cit 

He said he believed that by , aan 
large, most people should }, ‘il ssi 
fairly heavy programs of per ce 
nent life insurance. He dog oht fe 
; , > . > . "BR: 
believe such people should by eve to 





their programs around a combj 
tion of term insurance and ¢% 
mon stocks. 

Asked whether he thought 
agent could ethically sell } 
common stocks and life insuray 
Mr. Burr said he does not af; 
cate dual licensing but there p, 
be some rare individuals who, 
so objective that they could et 
ally represent both life insura 
and mutual funds in dealing wit 
client. There was scattered ; 
plause for this answer. 

The third speaker, A. Moy 
Kulp, vice-president of the W 
lington Fund, was asked if mut be whi 
funds are restricted as to expensg,.” 
He said they are not but com@” 
tition keeps the figure down, 

The talks of Mr. Kulp and \ 
Burr were printed in the fi 
convention daily of THE Natio: 
UNDERWRITER and Mr. Doughertj 
talk appears elsewhere in this! 
sue. 

The agents forum was condy 
ed under the auspices of the ager 
committee, headed by R. Edw 





> do s 
ry ga 
Viv 
projects 
ppposit 
» his ti 
eat. Ii 
hat he 
est on 
or has 
is furt 
mprove 

mal: 





























ver al 
Pntitles 
he me 















osts F 
Host: 


ompan 
tratfor 
vill be 
reside! 
NV. S. 
Pusines 
Vakefi 








Wood, Phoenix Mutual, San Fre: 1: 
cisco, who presided at the forum tan 
te Also, 
. +.) s 
Five Elected To Board = ff, oy 
Of American College = ['; Me 
(CONTINUED FROM PAGE!) [> °° 
Lillian G. Hogue, New Yo life O 

Life, Detroit, vice-president i 
uife 


American Society of CLU. 
Henry A. Kirsch, Aetna Ligmer Th 
Shreveport, La., president of Lifaton H 
Underwriter Training Council. FAlbrigl 
E. A. Frerichs, vice-president Paul J. 





Security Mutual Life of Nebra’ preside 
and president of LIAMA. Attis 
ie dents, 

sistant 





Hosts For Berkshire Life 


Berkshire Life’s company 4 
ner Thursday evening at BoijFrom § 
binders Restaurant will have # Atte, 
hosts George D. Covell, agtM§ recent, 
vice-president ; Lawrence Southy 
Strattner Jr., assistant vicePMPoort y 
dent, and Ralph H. Patton, sup rector, 
intendent of agencies. tional « 


cies. 


Union Central Hosts 


John A, Lloyd, president 
Union Central ‘Life; Harold ! 
Winter, executive vice-presides a 
and Myron Jones, assistant e Cecil | 
president, will be hosts at t a! 
company dinner on Thee Spah; 
evening at the Union League Ciat) “pain 


Metro) 


_ Sche 
ing the 





















2nd J nd Day 


Stions j 
tual F 
DM PAGE 1 


he ground y 
Stomed to ¢ 





tribute To The Late 
i, Vivian Anderson 


The late ©. Vivian Anderson, 
bast president of NALU, was the 
' ubject of a warm memoriam 
surance 4 ‘bute at the \Wednesday general 
le to comp oad by his long-time friend, 
‘thing Ungy; dd C. Benson, Union Central, 
_ Fincinnati, also a past president 
CX€CUtive yj ; NALU. Mr. Anderson’ was 
One Willi many years an agent of Provi- 
WW York Cent Mutual at Cincinnati. 
10 Of byy; Mr. Benson read this portion of 
the differey .e citation in which he was 
| that by Mvarded the John Newton Rus- 
should hel] memorial award in 1953: 
MS Of per “Strong and fearless men who 
© doe#oht for a cause which they be- 
should by eve to be right and just frequent- 
id a combi -do so at the expense of mone- 
ice and cf gain and personal popularity. 
"Vivian Anderson’s ideas and 
thought projects have sometimes met with 
ly Sell by pposition, which has _ resulted 
ife insuray 1 his tasting both victory and de- 
eS NOt adfeat. It is significant, however, 
ut there y hat he has not been content to 
uals who, est on the laurels of one victory, 
_ could ¢tlifior has he allowed defeat to deter 
He Isurawhi< further efforts to bring about 
ealing wit mprovements in life underwriting 
catered @ The continuity of his efforts 
ver and above the call of duty 
; Pntitles him to the gratitude of 
of the Wilke members of this association 
ed if mun or which he worked so diligent- 
to expens iy” 
but comp’ et 
ie rests For Life Of Georgia 
n the fg Hosts for the Life of Georgia 
E Nanioygompany dinner at the Bellevue 
Doughenpttatiord Hotel Thursday evening 
in this @’lll be Rankin M. Smith, vice- 
president for field operations; 
as condy V._S. Owen, vice-president for 
F the ageqpusiness development ; Pruett D. 
R. Edyg!\ akefield, director of training, and 
, San Frgt: H. Prickett, assistant director 
1e forum, #f training. an 
Also, G. S. Cutini, A. W. Read, 
.D. Cothran and J. M. Jackson 
















































*» A. Moy 


rd Jr. zone directors of agencies, and 
V. Motte Sims, supervisor of field 

je Si ; I 

\GE 1) sales Se€rvices. 

New You, eR Eo 

ideal ife Of Virginia Dinner 

oH Life of Virginia's company din- 


etna Ligner Thursday evening at the Sher- 
nt of Lifton Hotel has as hosts Gordon F. 
uncil, FAlbright, agency vice-president ; 
esident @Paul J. Williamson, assistant vice- 
Nebrasgpresident ; Albert M. Orgain and 
Attis E. Crowe, 2nd vice-presi- 
dents, and Guy E. Webb Jr., as- 
‘stant regional director of agen- 
cies. 
any ti — 
at BoifFrom Southwestern Life 
_ Attending the convention as rep- 
agen ‘Ni lh 
ve) Witsentatives of the home office of 
ice-pit Southwestern Life are R.R. Daven- 
n, supe Vice-president and agency di- 
’ rector, and J. Carlton Smith, educa- 
tonal director. 










Metropolitan Life Hosts 


dent ¢ Scheduled to serve as hosts dur- 
rold }ing the company reception of Met- 
reside Opolitan Life Thursday evening at 
nt vied he Bellevue-Stratford Hotel are 
at tf Cecil J. North, executive vice-presi- 
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2nd vice-presidents ; Earl R. Trang- 

mar, 3rd vice-president, and James 
F. Eubanks, 2nd vice-president. 
Also, A. Kenneth Hemer, James agencies. 

“. Stretch, Wilbur W. Hartshorn, — 

John J. Gill and Emile P. Arnau- Cheese Room In Operation 


tou, superintendents of agencies, The Wisconsin cheese room, a 
and John Ray, assistant superin- tradition at. the NALU conven- 


tendent of agencies. tions, is in full operation this year, 

Also, Ernest K. Beckley, super- giving a_ boost, incidentally, to 
intendent of agencies; Darrell D. Frank G. McNamara, Old Line 
Eichhoff, executive assistant; L. Life. Waukesha, Wis., who is up 
Jackson, administrator of for reelection as a trustee. 


courses; C. V. Winfree and R. W. 
McCurdy, executive assistants, and 
F. C. Williams, superintendent of 


37 


Elsie Doyle Heads 
Nominating Committee 
Elsie Doyle, Union Central, Fort 
Lauderdale, Fla., a member of the 
new nominating committee, was 
elected chairman of the.committee. 
Gen. Mark Clark could not at- 
tend the convention because of a 
sudden illness, but on short notice 
W. Walter Smith, Metropolitan 
agent at Rutherfordton, N. C. gave 
a diverting and humorous _ talk. 














hursdaf dent; Kar] H. Kreder, Glen s 3 
1e Club} Spahn and Alexander Hutchinson, 








Continental American 
pr ran ks FIRST 


Am among life insurance companies in the nation 
1958 average new 
sale was $16,434 











Continental American Life Insurance Company 


Wilmington, Delaware 


MAX S. BELL 
VICE PRESIDENT 


To the Field Force: 


CONGRATULATIONS - through your outstanding efforts, 


Continental American ranks FIRST in average new sa 


le for 1958. 


The recent publication of the annual survey. conducted 


by The Life Insuran ‘ 
tion, shows that Continenta 
ance companies by attaining an average 


amount of $16,434. 


Credit for 


you. It is a direct result of your mainta 


of professional service in your work. 
is clear evidence that Continental 
resentation, 
appeal to the larger and most discr 


insurance. 


blica- 
t, a nationally known trade pu 

a ceeta American led all other life insur- 
sale last year in the 


i , of course, belongs to 
ee a ee ining a high standard 


Leadership of this kind 
American's quality field rep- 


dern, flexible policy contracts, 
acc ap nei iminating buyers of life 


Each member of Continental American takes pride in 


achieving this distinguished po 
We salute the members of our sa 


i e. 
sition in American life insuranc 
les organization whose ability 


and industry made possible this noteworthy achievement. 
Sincere 


c 


Vice President 





CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Wilmington, Delaware 
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DOWNTOWN AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office—Newark, N. J. 


H. G. HENDERSON, Manager 
116 John St., New York 38 
BEekman 3-6100 








LOUIS W. SECHTMAN 


General Agent 


200 East 42nd Street 
MUrray Hill 2-0200 


AETNA LIFE INSURANCE COMPANY 
New York 17, N. Y. 








THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway, New York 7, N. Y. BArelay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 


Maurice Ziff, Exec. Vice Pres., Paul Goodman, V.P. 




















THE WHEELER H. KING AGENCY 
Edmond J. Nouri, C.L.U., Assoc. General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


200 East 42nd St. New York 17, N. Y. 
MUrray Hill 7-5560 


“Just a few steps from Grand Central” 


HARRY KRUEGER, C.L.U. 


General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386 Park Avenue, South New York City 
New Ideas—Old Ideals 





HAROLD G. PRATT 


General Agent 


nn Ba 
Mancok 
WUTUALS LIFE INSURANCE COMPAND 


225 BROADWAY 
NEW YORK, N. Y. 


BArclay 7-107 








WILLIAM A. ARNOLD, Il 


General Agent 


fl 4MSURANCE COMPANY 


Complete Brokerage Service 
161 William St. - New York 38, N. Y. - WO 4-2367 


Telephone Clrcle 5-2300 
DAVID MARKS, JR., C.L.U. 
General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
666 Fifth Avenue NEW YORK 19 


THE SCHMIDT AGENCY 
Roger W.Schmidt, C.L.U.—Arthur W. Schmidt, C.LU, MAN 
NEW ENGLAND MUUTUAL LIFE Ch 
INSURANCE COMPANY Bi! 


575 Lexington Ave. New York 22, N.Y, |g >! Stk 
MUrray Hill 8-2600 








New York 17, N. Y. OXford 7-3424 


TRiangle 5-7560 










ROS 
DAVID A. CARR AGENCY G. V. AUSTIN & COMPANY DAVID B. FLUEGELMAN, C.L.U._ 
INC. Gilbert V. Austin, C.L.U. General Agent NI 
CONTINENTAL ASSURANCE Joseph Schulman CONNECTICUT MUTUAL 
COMPANY AETNA LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY 
iat digete 16 Court Street BROOKLYN 1, N. Y. 342 Madison Ave., N. Y.17, N.Y. mu 75035 2? BR 





All Facilities for Brokers and Surplus Writers 








GLENN G. GEIGER, C.L.U. 


Agency Manager 
THE NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
261 Madison Avenue New York 17, N. Y. 
ORegon 9-9494 





KREBS & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 


Aetna Bldg., Corner William & Fulton 
151 William Street, New York 38 
REctor 2-7900 





MATT JAFFE ASSOCIATES, LTD. 


General Agents E in 
CANADA LIFE ASSURANCE COMPANY NAT 


Asst. General Agents 

















GEORGE B. BYRNES, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


400 Park Ave. New York 22, N. Y. 
PLaza 1-4200 





JAMES F. MacGRATH, JR. 


General Agent 
THE UNITED STATES LIFE 
INSURANCE COMPANY 


161 WILLIAM STREET NEW YORK 338, N. Y. 
BArclay 7-4828 














Gerald Rosner Paul Fishman 
Dan Jaffe 95 Liber 
Training Director, Dan Kalish, C.L.U. 
431 Fifth Avenue New York 16, N. Y. 
MU 4-5779 
THE SULLIVAN AGENCY |] JOHN 






FIDELITY MUTUAL LIFE a 
INSURANCE COMPANY 530 Fifd 
of Philadelphia Dir 

Arthur L. Sullivan, General Agent N 
ew 


107 William Street New York 38, N. ¥. 
WHitehall 4-5926 
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a 











AT PHILADELPHIA 


FROM THE 


NEW YORK 
ENERAL AGENTS & MANAGERS 
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ARTHUR H. BIKOFF 


General Agent 
AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 


45 Rockefeller Plaza New York 20, N. Y. 
COlumbus 5-0505 








ESTABLISHED 1892 


WW. L. Perrin & Son, tur. 


Julius L. Ullman, Pres. 
Life—Par and Non Par 
Non-Can ‘A&S’—Medical—Hospital 
Plans—Individual—Family—Group 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 








DONALD L. SHEPHERD, C.L.U. 


General Agent 
EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 
270 Madison Avenue New York 16, N. Y. 
MUrray Hill 6-1400 











THE FRASER AGENCY 


of 


| THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


102 Maiden Lane, N. Y.5 1440 Broadway N. Y. 18 
WHitehall 4-0300 


ay 7-1070 


M. L. CAMPS 


General Agent 


-” INSURANCE COMPAND 


Suite 600, 800 Second Ave. at 42nd St., New York 
OXford 7-2121 


THE MALLON-CURRAN 
AGENCY 
Organized Service 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


MUrray Hill 2-7979 630 Third Avenue 
E.LLOYD MALLON and ROBERT I. CURRAN, JR. 























JAMES A. RANNI ORGANIZATION 


General Agent 


Y 


dt, C.LU, MANHATTAN LIFE INSURANCE CO. 
AIFE Charlie McKeone Bill Ranni 
Bill Mearns Ed Leonard 


551 5th Ave., 36th Floor New York 17, N. Y. 


22, N. Y. 
MUrray Hill 7-8750 


, FRANK T. CROHN, C.L.U. 


General Agent 
CONSTITUTION AGENCY, INC. 
THE UNITED STATES LIFE 
INSURANCE CO. 


119 West 57th Street 
New York 19, N. Y. 


ClIrcle 6-2736 





SAM P. DAVIS 
Manager 
PHOENIX MUTUAL LIFE INS. CO. 
20 East 46th St., N. Y. MUrray Hill 2-6042 


Leading Company Agency 














ROSWELL W. CORWIN, C.L.U. 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 











ARNOLD SIEGEL AGENCY 
UNION MUTUAL LIFE INSURANCE 
COMPANY 


111 John Street New York City 


“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 
CONTINENTAL ASSURANCE COMPANY 
32 Court Street Brooklyn 1, N. Y. 






















Y . Arnold Siegel, Manager TRiangle 5-7362 
U 7.5035 233 BROADWAY NEW YORK 7, N. Y. Edward C. Mendel, Supervisor Group insurance and lifetime service fees 
ist BEekman 3-6620 WOrth 4-2733 available to all producers. 
LTD PHILIP F. HODES MICHAEL J. DENDA JOHN M. DEMAREST 

: General Agent Resident Vice President General Agent 

pany | &. J. HODES, ASSOC. GEN. AGT. UNION MUTUAL LIFE INSURANCE 
NATIONAL LIFE INSURANCE CO. COMPANY MANHATTAN LIFE INSURANCE CO. 
‘ishman UF VERMONT William Oechslin, Brokerage Manager Complete Brokerage Coverage 
35 Liberty Street New York 5, N. Y. 521 Sth AVENUE NEW YORK 17, N. Y. 
Telephone MUrray Hill 7-2355 BOwling Green 9-5570 

5, N.Y. BArelay 7-3972 Life, Group, Non-Cancellable, Sickness and Accident 107 William St. New York 38, N. Y. 
SS 
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Vivid Mental Pictures Make Life Insurance ‘Tangible’ 


gram, why not ask him if he 
wouldn’t like to go in business for 
himself some day—to have a geo- 
physical or exploration business of 
his own or in partnership with 


some other young man.. .: 


Lure Of Own Business 


[f he admits this ambition, then 
why not put him in the car and 


(CONTINUED FROM PAGE 9) 


scoot him out to the end of town 
where these establishments are 
located, pick out a spot of ground 
and proceed to sell him the land, 
the building with his name on it, 
the scattered assortment of trucks, 
pipes and equipment—sell him the 
money and the independence to 
break away from his mother com- 
pany and go on his own some day 


when he is ready, has the experi- 
ence and contacts... ? That in- 
deed would be tangible selling! 
And instead of talking to my 
prospect about money for retire- 
ment or a vague thing called life 
income, why not breeze him down 
to sunny Florida—take him out to 
a windswept beach and there with 
the palm trees blowing, the sea 





growth. 





@ All Forms of Life Insurance 
@ Minimum Deposit Programs 





@ Group Life—Accident and Health 











not one of our general agents owns a yacht... 


(BUT QUITE A FEW OF THEM CAN AFFORD TO) 


The most exciting word we ever heard describing our company is daring. Yet it isn’t 
really, LACOP has grown and flourished by using a sound structure of insurance 
procedures creatively and with imagination. Our representatives sell more, and to 
more prospects of every sort, because of LACOP’s ability to build the policy to fit 
the need. And LACOP is living evidence that an initiative-fostering organiza- 
tion, operating with advanced thinking offers the most direct assurance of continued 


If you have the feeling that you may be “missing the 
boat”, and if you're interested in achieving the highest 
levels of accomplishment, LACOP has a great deal to 
offer you. Write for a confidential interview at your 
convenience. Address, Sherman J. Edelman, Executive 
Vice President. 


Life Assurance Company of Pennsylvania 


2101 WALNUT STREET ,* 


@ Guaranteed Renewable—Accident and Sickness 
@ Hospitalization—Medical and Surgical 


PHILADELPHIA 3, PENNA. 


@ Franchise and Association Programs 
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rumbling in and the spray slap 
ping him in the face, sell him thy 
spot of ground to enjoy ‘is retip{! th 
ment years ... ? Gee, that wou In Z 
really be tangible selling! | have 
If the prospect could sce mentgf 
ly this thing he wants (or ¢h 
thing I’m trying to get him ; 
want)—if it could be brought , 
sharp focus in his mind so that} 
could just close his eyes and see if" 
before him—then there would } 
no need to transport him to th 
college campus, to the industri; 
end of town, or to a spot of lay 
in Florida. I would merely g¢ 
him the picture he sees! It seem 
to me that was an easy way; 
sell tangibly. ‘ 


Luckily Stumbled Forward 


ploy te 
made m 













original 
me an € 
cell the 
So I began to put vivid, mea aa 
ingful mental pictures into my sak 
procedure and ceased to be a selle 
of intangibles. It wasn't an eas 
transition. I stumbled a lot, by 
fortunately I stumbled forward. 
Somewhere in my stumbling 
discovered that certain ment 
pictures had magnetic tendencig 
and could be used to lure Mf 
Prospect along paths of my ov 
choosing. And so, through insting 


more than design, I began to ka 


Responsibilities Of 
Managers Are Defined 


(CONTINUED FROM PAGE 12) 
employed by the best company it 
the business and, in turn, generat 
this thought in the agent. 

“Never misinform an agent. Al 
ways let him know how you stani 
and how he stands. An agent ma 
not like what you say at time 
but if he knows you are fair iv 
your dealings with him he will a: 
Ways respect you. For example, 4 
rated policy was received in my of 
fice. The agent thought the rating 
was not justified and the police 
would never be placed. After ob 
taining more detailed informatio 
from the home office, [I conclude 
that the policy was issued correct 
ly. 


Likes Sales Contests 


Mr. Hughes said that over a pe 
riod of years he had found tha 
contests invariably produce extt 
business. Each one is planned wit 
the idea that every agent will k 
a winner if he attains the mm: 
mum qualifications, which are mi 
beyond his reach. The most pop: 
ular prizes that have been offert 
are baseball and football trips t 
Washington and Baltimore. Agent: 
have always made more mone 
than they would have made ha 
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Northwestern Mutual’s compat} 
dinner Thursday evening at tht 
Sheraton Hotel will be hosted by 
Harold W. Baird, superintendent! 
agencies; Harold W. Gardiner 
superintendent of education af 
field training; Benjamin B. Snow, 
superintendent of agencies, alt 
Robert E. Templin, director @ 
agencies. 
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techniques that earlier had 
made me 2 renowned trapper. 

“In the years that have followed 
Ihave developed some strong con- 
jctions about the use of mental 
dures in selling, especially the 


lov 
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quch a part of me today backed 
several million dollars of 






iife insurance contract. 


Buying Motives Vary 


Training manuals tell us that 
yeople buy life insurance because 
ff certain motives. Some of these 
notives bear familiar labels: se- 
rity, love, peace of mind, ego en- 
sancement, and that one so ap- 
propriately included in the theme 
of this convention, financial inde- 
pendence. And there are, of course, 
many more. 

A motive, as I understand it, is 
something within a person—an 
impulse or desire—that moves him 
to take action. And the action he 
takes is to reach out—to reach for 
an answer (for a satisfaction) of 
the inward desire. 


Answers Very Tangible © 


A motive, being an_ internal 

cause or condition, is psychologi- 
al and therefore intangible. But 
the answer toward which a man 
reaches to satisfy a motive is very 
real and tangible—like a_ well- 
socked pantry, a home that is 
mortgage-free, an engineering de- 
gree for his son, a successful and 
wlvent business, an ocean voyage 
toa faraway and mysterious land. 
So for each internal motive we 
find an external objective. And 
this objective is tangible. 
So my approach to this business 
is to find out what my prospect is 
reaching for—and then to help 
him obtain it. Objectives! They 
are my stock and trade—and, be- 
ing tangible, they can be repro- 
duced in picture form in my pros- 
pect’s mind. 


Isolates The Objectives 


I shall not burden you with the 
particulars of my selling techni- 
que except briefly to illustrate how 
l try to isolate one of Mr. Pros- 
pect’s objectives and, assisted by 
ts mental counterpart, use it as 
bait to lure him into my app- 
trap. 

So I don’t concern myself with 


re all of Mr, Prospect’s objectives in 
at tM life, but only with the one or two 


sted by 
ident 0! 
ardiner: 
yn af 
— Snow, 
s, andl 
‘tor ol 


that concern him most. We may 
fiscuss several of his objectives as 
‘natural to do in programing or 
‘tate planning, or even business 
lanning, But | try to pinpoint the 
o that concerns him most. Then 
il slyly spend (or lead him to 
vend) his present insurance on 
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the other objectives leaving this 
one vacant. 

Once I’ve found and isolated this 
key objective (and naturally I want 
it to be one that’s tailor-made for 
life insurance) I make sure that it 
is brought into sharp focus so that 
Mr. Prospect can just close his 
eyes and see it before him. 

I endeavor to get him to self- 
generate his own picture by ex- 
tracting it from him through lead- 
ing questions. The picture is cer- 
tainly more vivid and meaningful 
to him if he himself can be led 
verbally to paint it. But sometimes 
the resulting picture is at best not 
too alluring. So I retouch it, adding 
a little color here and a highlight 
there. 


Gardener Made Improvements 


A man was once showing his 
pastor the beautiful flower garden 
he had fashioned out of a spot of 
ground that only a few months 
earlier had been a rocky briar 
patch. As the pastor walked about 


he was almost overwhelmed by the 
magnificence. In the center of the 
garden he stopped, surveyed the 
panorama of color that surrounded 
him and drank in the aroma. 

““Ah-h-h,” he exclaimed, “isn’t it 
wonderful what God can do!” 

“Sure is,” agreed the owner, 
“but you should have seen this 
place when God had it all to Him- 
self.” 


Adds Deft Touches 


So, like the enterprising gard- 
ener, | sometimes take Mr. Pro- 
spect’s self-painted picture of his 
key objective, work it over with a 
few deft touches of my own, and 
the mental picture becomes more 
alluring and Mr. Prospect’s reach 
becomes more pronounced. 

When I’m sure he vividly sees 
his objective and is reaching with 
demand, [ then explain the insur- 
ance plan that will enable this 
vision to materialize within his 
immediate or future grasp. 

Naturally he wants facts, figures, 


1] 


details—so I give him facts, figures, 
details (whatever is necessary), 
but always in relation to this pic- 
ture he sees, this thing he wants. 
I weave the explanation of the 
insurance plan in and out of this 
picture which I keep ‘constantly 
before him. I try never to remove 
the picture, or to weaken its allure 
by superimposing other pictures of 
what the insurance plan will also 
do (unless these pictures are neces- 
sary to complement the original). 

As my choice of bait to lure Mr. 
Prospect into my app-trap I rely on 
one picture of one objective rather 
than several pictures of several 
objectives because I’ve found 
greater enticement in one master- 
piece than in a dozen snapshots. 
And that’a how I bait my app-trap. 


Stresses External Objectives 


So, in my approach to this busi- 
ness, I concentrate on the external 
objectives of a man’s reach, rather 
than the internal motives that 
cause him to reach. In this way I 








We Salute... 


The fine group of men and women of the NALU 
for the distinguished service they are providing 


to the people of this country. 


In keeping with the high professional standards 
of this organization, United continues to offer the best 


in life insurance protection. 


United of Omaha is proud of its association with NALU 


and extends its best wishes for a successful convention. 





United Benefit Life Insurance Company 


One of America’s Foremost Life Insurance Companies 


Home Office — Omaha, Nebraska 
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deal with things that are real and 
tangible and, assisted by their 
mental pictures, I have become a 
seller of tangibles. 

But there are plenty of times 
when | find myself with a seeming- 
ly qualified prospect who will not 
yield to my _ standard approach. 
And, lo, I find myself high and dry 
without an objective with which 
to lure him. 

Mental Pictures Dependable 


In this situation (and in many 
other situations) I've found that | 
can rely on mental pictures in a 
second way: They are a dependable 
means of communicating sales 
ideas. 

Whether I’m standing before a 
balking prospect or merely walking 
up and down the streets of Austin, 
I have bouncing around up in my 
mind (as you have in your mind) 
enough ideas to sell millions of 
dollars of life insurance. The prob- 


lem is how to get some of these 
ideas out of my mind—over into 
the mind of qualified prospect. 


\When you get right down to it 
that’s about all there is to selling— 
the successful communication of 
ideas. 
Agrees—But Won't Sign 

Sometimes my prospect agrees 
with everything I say, but he won't 
sign. The reason more often than 
not is communication failure. The 
words get through but not the 
ideas—and words alone are help- 
less to motivate. Perhaps he has 
closed his mind, automatically sev- 
ering the line of communication 
at his end: or perhaps the trans- 
mission was weak and uninterest- 
ing from my end. 

| have been unable to find any 


foolproof means of verbal com- 
munication. But after many _ fail- 
ures and much_ trouble-shooting 


I’ve come to rely on frequent trans- 
mission of pictures as the most 
dependable means of keeping the 
lines of communication open and 
getting the sales ideas through. 
Couldn’t Sell The Owner 

A few years ago I became friend- 
ly with a man named Ed Pickle 
who owned a brickyard. I did some 
business with a couple of Ed’s 
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A visual invi- 
tation to visit the 
Florida head- 
quarters for a 
glass of orange 
juice is displayed 
by, from left, 
Horace Smith, 
Fidelity Mutual, 
Tampa, presi- 
dent of the Flor- 
ida association; 
Mrs. Stanley L. 
Stone, and Mr. 
Stone, who is 
managing direc- 
tor of the Florida 
association. 








foremen but I could get nowhere 
with Ed. He wouldn't talk to me 
about his objectives or about life 
insurance. In fact, he told me once 
that if | wanted to stay friendly, 
forget the subject of insurance 
around him. 

This bothered me because I felt 
that anyone who threw up such a 


shield must be embarrassingly 
short of life insurance. 
One Sunday afternoon [I was 


making a flower bed and needed 
some bricks for a border. So | 
drove out to Ed Pickle’s brick-yard. 
[ found no one was around, it 
being Sunday, but I went ahead 
and helped myself to 50 bricks. 

Next morning I went by the 
brickyard to pay Ed. He told me to 
forget it, that I was a good fellow, 
and besides he hadn't missed the 
bricks. 

I said, “You mean to tell me that 
you didn’t miss those bricks—that 
you don’t count these bricks each 
morning?” 

“Of course not!” snapped Ed. 

“Well, Ed”, I said, “let me tell 
you a little story. When I was a kid 
in Alabama [ lived in a small town 
called Odenville. We had a station- 
master there for the Seaboard Air- 
line Railway named John Dollar.” 
(There is, incidentally, a_ little 
truth but a lot of malarky in this 
story—but this is the way I told 
it to Ed.) 

“Just about the time I reached 








Among the early arrivals at the NALU meeting in Philadelphia. 
From left, William H. Mitchell, John Hancock, Albany; Donald F. 
Barnes, Institute of Life Insurance; Charles C. Robinson, insurance 
communications consultant, Wellesley, Mass., and Robert C. Singer, 
Institute of Life Insurance. 


long pants, John Dollar reached 
retirement age. He bought a nice 
piece of property overlooking Coon 
Creek Valley and started building 
a house in which to while away his 
sunset years. But this was no or- 
dinary house, Ed—this was a brick 
house. But old John wasn’t buying 
any bricks! 

“All at once the town people 
realized what had happened. Each 
day for the last 20 years or so, 
John had been taking a short-cut 
home through a brickyard. Now 
and then people had noticed that 
John, on the way home, had a brick 
in his hand. But no one thought 
anything about it until the brick 
house started up. 


Bricks Filled Stalls 


“A couple of the town’s snoopers 
snooped around John’s old place 
and found that in his barn he had 
three cow stalls completely filled 
with bricks. 

“A community revival was tak- 
ing place at this time and several 
of the good brethren hauled Old 
John off to church one evening. 
They shouted and prayed over him 
and asked him if he didn’t want to 
go to heaven. 

“But they kept working on old 
John and along about midnight he 
got religion and confessed to the 
crime of stealing bricks. He begged 


the Lord for forgiveness, and 
bright and early next morning 


marched into the brickyard office 
to pay for the bricks and his sins 
in one clean swoop! 


Hadn’t Missed Bricks 


“The owner laughed the whole 
thing off, so we were told. He said 
that he hadn't missed a brick in 
all these years and that John 
should forget it. 

“T don’t know whether John 
bought his redemption, or was 
granted it gratis, but I do know 
that in John Dollar’s crime lies a 
lesson, Ed, and this is it: A few 
bricks saved regularly over a long 
period of time can add up to an 
awful lot of bricks. 

“Now, let me ask you this, Ed. 
Suppose tonight a little elf came 
here to your brickyard and loaded 
about 50 bricks into a little green 
wheelbarrow and went off into the 
black of night, would you miss any 
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bricks the next morning >” 
“Of course not,” replied Ed, 
“And let’s suppose that the ne, 
night, this little elf canie again, 
your brickyard and filled up } 
little green wheelbarrow and gt, 
off into the dark of night, woy 
you miss any bricks the next mop, 
ing 
“Of course not,” replied Ed, 
“And let’s suppose that the ne, 
night, this little elf came .,.* 
“Of course I wouldn't!” yeljJ 
Ed. ; 
“Well, Ed,” I said, “do you gy 
pose any little elf is stealing fr] 
you?” 
“T—uh—I don’t guess s0,” ; 
plied Ed. 


Special Brick Policy 


“Well let me tell you abou 
special brick policy, Ed 
which every night New York Lj 
will take 50 bricks off a pile (in 
way that you'll never miss they 
and one of these days when y 
are old and decrepit and this ¢ 
brickyard has rotted down and yw 
are sour on the world, you'll lod 
around and there behind you yj 
be the biggest pile of bricks y 
ever saw. And it’s all yours, f; 

“And the wonderful thing abo 
this pile of bricks is that you 
go up to it and pull off 200 or; 
bricks each and every day a 
swap them into money right on th 
spot. You can keep on doing thi 
every day as you live, and you ca 
life until you have a beard clea 
down to your feet, and this pile; 
bricks will never run out. Hay 
you ever heard of a policy like thay 
Ed?” 

Not An Easy Sale 


Ed admitted he never had. : 
speed up the story, I sold Ed th 
policy. It wasn’t exactly easy. 
practically had to hit him over th 
head with one of his bricks to g 
him to sign. And later on he got! 
little peeved when he found th 
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he had to do the _ brick-stealiy 
himself to pay the premiums. 

But at any rate the idea of th 
policy was successfully commu 
cated to Ed through the use 
mental pictures after my standa! 
approach and other convention 
approaches had failed. 

To this day Ed doesn’t kno 
exactly what he bought. Facts 
in trying to describe it he has co 
fused some of the best inform 
life underwriters in our até 
Though Ed remains confused as" 
















76,500 In NALU 


R. L. McMillon, Busines 
Men’s Assurance, Abilene, Te: 
NALU trustee and chairman ¢ 
the membership committee, a 
nounced at the National Cour 
cil meeting Tuesday that as ¢ 
that morning the membership 
stood at 76,500. This is a neW 
convention-time record and cot 
pares with 74,280 a year ag? 
The new figure makes it virtua 
ly certain that the Dec. 31 find 
figure will exceed last yea’ 
year-end total of 77,518. 
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a the details and terminology of his store in Austin went to New York events, it becomes necessary for read, as you know, the first para- 
ed Ed olicy, he does know for certain and bought 500 of the latest-fash- one people to dissolve the political graph of the Declaration of Inde- 


at the ned that with each premium check he ioned men’s suits. The suits ar- bonds which have connected them pendence, written and signed in 
‘ further endorses a declaration of rived. The customers streamed in. with another, and to assume, Philadelphia in Independence Hall 


ie in: 

ed Sa jnancial independence written in The suits sold like mad. Pretty among the powers of the earth, the and perhaps the most momentous 
* and sta his brickvard several years ago. soon the racks were empty except separate and equal station to which document in our nation’s history. 
cht, wo -a¢ The Benefits for one solitary garment—a purple the laws of nature and nature’s God Back in high school,’ most of us 
next mop, Relating suit with green stripes! No one entitle them, a decent respect for memorized that paragraph. I’ve 


Thus, through the device of men- would go close to that suit, let the opinions of mankind requires just reread it to all of you. Now, a 


‘dEd. fig] pictures produced — through alone buy it. that they should declare the causes minute later, how many can out- 
it the nef gories and illustrations, I am able _Finally, one day the owner called which impel them to the separa- line the ideas it set forth? 

ne... "Pio relate the benefits of a poe = oe — — tion. W bs Pape ys we — tt 
1 vee mm s ina down to the c whe 1 , ; acco of the merchant and the 
tell coe dal end significant way. purple and green suit blazed away Will Remember Details purple and green suit? Is it be- 
1 You sy, Piaaures used in this manner like a bilious neon sign, and yelled: Just a minute ago I told you an Cause it’s a story? Perhaps. But I 


aling fro grouse and maintain his interest “Sell that suit, T tell you! Sell it! account of the merchant and the ‘don't think so. I’ve heard a lot of 
and tend to keep the line of com- ll give a month’s vacation to the purple suit with green stripes. I’m Stories that I couldn't remember 


3S $0,” f munication between us open. And sty who does!” sure that if I asked any of you to do the ners day. Is it because it’s 
over this open line, and with his Insured In Action so you could relate that account in funny’ No, I don’t think so. I’ve 
mind innocently receiving all that 2 ; full detail. Next week, I'll bet that !aughed at many a limerick that a 
comes to it. I am successful in A few hours later, in rushed one you can tell a friend (if you want Minute later I couldn t repeat. 
u about § maneuvering Mr. Prospect into my of his salesmen and ara ape: to) about the purple suit with the Purple Suit A Picture 
Ed~of app-trap. ARES, I've sold it! I’ve sold green stripes—detail by detail. ; No, the reason we remember the 
York Lj Makes Remembering Easy the suit! But right now, how many of us account of the purple suit with the 


| pile (in oe : The merchant jumped up, em- can cite the three points spelled green stripes is that it created in 
niss theng In addition to providing me with braced his wonder salesman—but out in that passage I just read? | our minds a picture—or rather a 
when yo a practical method of selling the noticed to his horror that the man’s 

id this off benefit of life insurance in a tangi- face was scratched and bleeding, 

mandy ble manner and in addition to and his clothes were almost torn 

you'll Jog giving me a dependable means of off! ; 

d you y§ communicating sales ideas, mental “W-w-what’s the matter?” stam- 





















































bricks yi pictures are valuable in a number mered the merchant. “Did your geeeeereecercescccecccccccccscccerescccscscesevesesscces i 
vours, fq of other ways—especially one oth- customer give you some trouble ¢ ° 
hing abo er way. ‘““No-o-0-0, none at all,” the sales- ; 
1t you el This additional way, the third man assured him. “I did a mar-— e : 
200 or and final of this discussion, results velous selling job. The customer °¢ ° 
day agas a valuable by-product of their was delighted with the suit. But ¢ ‘ 
cht onthf use. Mental pictures give my client when his seeing-eye dog saw it he ¢ ? 
doing th and me (and you) an easy, effort- nearly scratched me to death!” ‘ . 
a Bifn. qq less way to remember things. Let Now I want to read you a pas- $ ‘ 
eard cle me illustrate : sage from a famous document: : : 
his piled The owner of a men’s clothing ‘When, in the course of human. . 
out. Hay : ° 
v like thay ; ° 
r had. | : ; 
id Ed th THE PLEDGE : 
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n over thf |} OF THE : ; 
icks to gf | - . 
| CHARTERED 
LIFE : 

UNDERWRITER. ‘ . 

“In all my relations with my clients, I agree to observe the p . 

following rule of professional conduct: I shall, in the light of . 

all the circumstances surrounding my client, which I shall ; . 

make every conscientious effort to ascertain and to understand, : TH REESCORE YEA RS : 

give him that service which, had I been in the same circum- P : 

| stances, I would have applied to myself.” ; AND TEN ‘ 

H be ee @ e 

We join the industry in offering congratula- ; : 

tions to all those receiving their Designation . . . . devoted to the development and improve- . 

and who will repeat this pledge at the ° yee Z 

Conferment Dinner in Philadelphia on : ment of the standard and scope of life insurance 7 

September 23. j sales and service. For a continuing job well and ‘ 

; faithfully done, we commend the members of . 

| h ’ / h ’ ‘ A the National Association of Life Underwriters. i. 

| Philadelphia Life 3 : 
INSURANCE COMPANY : P 

111 NORTH BROAD STREET, PHILADELPHIA 7, PA. . 

LIFE INSURANCE COMPANY OF IOWA ¥ 

3 FOUNDED IN 1867 IN DES MOINES : 

@eeeeeeveeeeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee @ eeenreeeee 
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series of pictures that have become 
stored somewhere back in our 
memory. 

Next week, or next month, you 
can tell this story—not because 
you remember my words, but be- 
cause you remember the picture 
those words painted. All you have 
to do is pull out those pictures and 
describe them. The words will be 
yours, not mine. 

It’s just not natural to remember 
the first paragraph of the Declara- 
tion of Independence because it’s a 
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series of statements—words, not 
pictures. 

The picture method of remem- 
bering is easy. It’s effortless. It’s 
natural. Indeed it is through men- 
bright and early next morning 
tal pictures that we recall most of 
the things we remember in life. 
Pictures stored in our minds are 
the means by which we remember 
our childhood escapades, our first 
date, our first dance, our big mo- 
ments in school and in sports, our 
wedding day, the birth of our first 


child, our first sale in the life 
insurance business, our latest sale 
—the way we remember coming to 
this convention. 


Guardian Dinner Hosts 

The hosts during Guardian 
Life’s company dinner at the Bel- 
levue Stratford Hotel Thursday 
evening will be Daniel J. Lyons, 
vice-president; Edwin J. Phelps, 
agency director; George H. Paldi, 
Pacific coast agency director, and 
E. L. Souder Jr., agency director. 
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American Travelers Life is now licensed 
and active in the great state of California. 
During this year, we have expanded into 
many new areas. 


American Travelers Life is a young 
and energetic company with creative 
management and new ideas—truly a 
company “growing everywhere”! 


If you're an achiever, American Travelers 
Life is the kind of company you can grow 
with, too. 


1512 NORTH DELAWARE STREET - 
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‘ta company with Tomorrow in its hands: 


INDIANAPOLIS 6, INDIANA 


in 
CALIFORNIA 


For details, write 
ROY A. FOAN, President 
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2nd Ds bod Day 


Il Companies Cited At Pruc 





For Contribution To |,".. 
e ford Ho 
Convention Success pi:<.« 


The following companies “help, Carli 
to facilitate various conventiogcn, exes 
events and contributed materia © Wil 
to the success of this 70th anny, agen 
convention,” according to the ¢g, eh 
vention committee of Philadelphf from 
Life Underwriters Assn.: Conthice, Ch 
nental American Life, Fidelity le vresiden 
terstate Life, Fidelity Mutual Lifhyecutiv 
Home Life of Philadelphia, Lifederom th 
North America, National Accideg{jgmes 
& Health, Penn Mutual Life, pyif — 
adelphia Life, Presbyterian Mj 
isters Fund, Provident Indemnijj 
Life and Provident Mutual Life’ 





















Gatling Campaign HQ 
Serves Virginia Ham 

The Bil1-Gatling-for-truste 
headquarters room at the Belle 
Stratford featured Virginia h 
and peanuts. Mr. Gatling is 
agent of Jefferson Standard 
Norfolk. 

The campaigners also dist 
uted Confederate money repli 
modified to show Mr. Gatling 
face on the front and a campai 
message on the back. Adhesi 
backed cards were distributed a 
nouncing “I’m for Bill ee 








Several members were obsery 
exhibiting these cards on thei} Robe 
backs, put there by light-fingered ed pres 
practical jokers. gratula 
aa Jeffersc 
Jefferson Standard Hosts from le 
Acting as hosts during the con: N. J., 
pany dinner at Jefferson Standar! Glonce: 
Life at the Warwick Hotel Thur) 9 Life 
day evening will be Karl Ljung York L 
vice-president in charge of agent: 
operations; R. B. Taylor, 2nd vice 
president and agency manager 
Seth C. Macon, assistant agency 
manager, and W. L. Seawell, st: 
perintendent of agencies. 
Indianapolis Life Dinner 
Arnold Berg, agency vice-pres: 
dent, and Ivan V. Snyder, directo 
of agencies, are hosts at the cot 
pany dinner of Indianapolis Lit 
at the Bellevue Stratford Hote 
Thursday evening. 
Here For Pacific Mutual pees 


Ralph J. Walker, vice-presidett 
and Joseph F. Tudor, assistatt 1 
vice-president, are attending th 
convention as representatives ( 
Pacific Mutual’s home office. 


For Commonwealth Of Ky. 

William H. Abell, president 0 
Commonwealth Life of Kentucky, 
is on hand during the convent! 
as representative of the company: 
home office. 





ia J. 

For General American Life || 5;, 
Frederic M. Peirce, president 0 

General American Life, and Rie Marsi 

ard H. Bennett, field vice-pres ve 
dent, are on hand at the conver 

tion from the home office. es 





2nd Ds bn d Day 
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dent.:From the north central home 
office, Floyd K. Bennett, executive 
director of agencies. 

From the western home office, 
Harry E. Wilkinson, executive di- 
rector of agencies, and Frederick A. 
Schnell, 2nd vice-president. From 
the ncrtheastern home office, Ed- 
gar M. Kelly, executive director of 
agencies. 


Washington National Host 


Robert J. -Mueller, 3rd_ vice- 
president and regional director of 
agencies of Washington National, 
will be host at the company dinner 
Thursday evening at the Sheraton 
Hotel. 





e ° 
Cited yt Prudential Reception 
The Prudential reception Thurs- 
n To ay evening at the Bellevue Strat- 
cord Hotel will have as hosts Sayre 
cess \acLeod, vice-president ; Ardell T. 
: ryerett, 2nd_ vice-president; Clair 
1es “hele Carlin and William K. Kalteis- 
CONVentiag on, executive directors of agencies, 
materialfnd William V. Winslow, director 
Oth anny; pi agencies. All of the above are 
0 the coy om the home office. 
hiladelphif From the south central home of- 
n.: Contfice, Charles W. Campbell, vice- 
‘idelity Iufresident, and Duncan MacFarlan, 
utual Liifyecutive director of agencies. 
nia, Lifedifrom the mid-America home office, 
1 Accidegjames E. Rutherford, vice-presi- 
Life, Phi{___—— 
‘Tian Mi, 
Indemnit; 
ual Life. 





ing is 










Five new directors of American Society of CLU—each one repre- 
senting one of the geographical regions of the society—who were 
elected at the society’s annual meeting, pose for a group portrait. 
From left, they are John V. Coe, Massachusetts Mutual, Wichita, 
middle western region; G. Vernon Ricks, Beneficial Life, Boise, west- 
ern region; J. Fred Speer, Equitable Society, Pittsburgh, middle 
eastern region; Thomas B. McGlinn, Mutual Benefit Life, Miami, 
southern region, and Leo R. Futia, Guardian Life, Buffalo, eastern 
region. 
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it-Fingers 


sts 
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vice-pres: 
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Robert L. Woods, Massachusetts Mutual, Los Angeles, newly elect- 
ed president of American Society of CLU, second from left, is con- 
gratulated by the society’s retiring president William H. Andrews Jr., 
Jefferson Standard Life, Greensboro, N. C. Other officers of the society 
from left are Frederick W. Floyd, Life of Virginia, Gloucester City, 
N. J. treasurer; Mr. Woods; Herbert W. Floyd, Life of Virginia, 
Gloucester City, N. J., treasurer; Mr. Woods; Herbert W. Florer, Aet- 
na Life, Boston, secretary; Mr. Andrews, and Lillian G. Hogue, New 


York Life, Detroit, vice-president. 


For Phoenix Mutual Dinner 
Acting as hosts during the com- 
pany dinner of Phoenix Mutual at 
the Barkley Hotel Thursday eve- 
ning will be Clifford L. Morse, 
agency vice-president; James L. 
Tapp, superintendent of agencies, 
northeastern area, and Oliver M. 
Wilhelm, superintendent of agen- 


are Paul C. Green, superintendent 
of agencies; Robert B. Hamor, 
vice-president and _ director of 
agencies; Thomas R. McGeoghe- 
gan, director, individual A&H 
sales, and Albert B. Morrison, 
resident superintendent of agen- 
cies. 


For Northwestern National 


cies, western area. 


For Continental Assurance 


Hosts for Continental Assurance host at the Bellevue Stratford Ho- 
during the company dinner in the tel Thursday evening during the 


E. P. Balkema, 2nd vice-presi- 
dent and manager of agencies of 
Northwestern National, will be 


Sheraton Hotel Thursday evening company dinner. 





GREETINGS to the N.A.L.U. CONVENTION 
from WASHINGTON. D.C. 


WASHINGTON’S GENERAL AGENTS and MANAGERS SEND 

















‘ihe os BEST WISHES to the MEMBERS of THE 
ord Hott! 
NATIONAL ASSOCIATION of LIFE UNDERWRITERS 
al 
"isss|| THOMAS F. BARRETT, JR GEORGE P. SAMPSON 
iding the rte Mave . JOHNSON & ADAMS, INC. General Agent 
tatives Ol 
fice. CONNECTICUT MUTUAL Ce ay ee iain 
LIFE INSURANCE CO. CONTINENTAL ASSURANCE CO. Specializing In Surplus Business 
Ky. 1413 K Street, N.W. _ Bae Sub-Standard, Up To 1000% Mortalits 
eee a NAtional 8-3926 OTe ig Ferree NAtional 8.9112 Summed 2008 Hillyer Place, N.W. 
Kentuck}{ —— DE 2-6604 
onventiol 
‘ompanys 
CHESTER R. JONES, C.L.U. 
ie || 2 D- MARSH & ASSOCIATES and inn i= ei 
esident 0! Financial Planning-Personal & Business ASSOCIATES FIDELITY MUTUAL LIFE INS. CO. 
and Ri} op _Employee Benefit Plans MASSACHUSETTS MUTUAL LIFE 1630 Connecticut Ave., N.W. 
vice-presi}| ” rsh Building EXecutive 3-7343 INSURANCE COMPANY Washington 9, D. C. 
e conver 300 Wyatt Bldg Washington, D. C HObart 2-6800 
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Terms Mutual Funds An ‘Uncertainty’ ral 


(CONTINUED FROM PAGE 16) 
productive economy, at a_ yield It is my considered opinion thy 
commensurate with the investment no one should embark on a stogf 
risk, they nevertheless also are on buying program, either directly 
immediate call for loan to the poli- through mutual funds, until aite 
cyholder—as a matter of contract he has provided himself with ad. 
right. If unemployment or other quate, genuine protection tor ij 
economic troubles hit the policy- through legal reserve policies, jp, 
holder, he can borrow increasing mune to the ups and downs of the 
amounts as the reserve behind his stock market and to premium jp. 
policy keeps on building up over creases. Many of the leading my. 
the years. tual fund representatives hay 


No such right, of course, is stated publicly on many occasionf 


2 
fr | e a fi ly available to the policyholder under that most people should not pur hwo 
term insurance. He himself, in- chase mutual fund shares or othe ag 


stead of the life insurance compa- equity investments until they hay 


CO m 0] Hh ny, is obliged, in effect, to build acquired an adequate amount ¢ r th 
up his own reserve—perhaps in life insurance. on b 
) say 














the form of mutual fund shares. > oe 
offers the important little extras He has no contractual right to “hat Is angie ee 
that build extra big sales success borrow. He may be forced to liqui- But what is adequate ? Here, onspict 

date and, of course, must take his it seems to me, we are getting t 
, - : : ; eas : a 
Important little extras mean many things to every North American chance on being able to do so w ith- a real saplens: - ie Leia The hg 
representative. Many are impressed with the promptness of North out loss if and when ene een eer ” PP ppokapai ee: the ti 
ae * : : . trouble hits him. But if such average for only 17 months’ jp.fre actts 
American’s underwriting service and the comprehensive portfolio agate : : ae t cayenes rect m 
f “fit the client” : dol M F ‘it wahala ti trouble does hit, the chances are come. Is this to be considered firect ™ 
of “it the client” contracts and plans. Many are impressed with the that it will happen just at the time adequate? I understand that someplore P 
cordial field-home office cooperation which has established North when his reserve, backed largely mutual funds have told their sale: fia OW 
American as the country’s most friendly Company. Yet, helping to by common stocks, suffers a price men that anyone with life insur. pty the 
establish new individual sales records is the most impressive story drop—and it may be a substantial ance equal to two years’ income hey ha 


of all. Important little extras mean big sales success for you, too! one. a fair prospect for their product ft¢ We | 
Perhaps that arbitrary rule is bet. ,Pat con 


Uncertainty Increases ter than none at all, but I ‘doub: pember 


NORTH AMERICAN LIFE Perhaps one of the most signif- that anyone in this audience is ian 
: als 











icant elements of this picture is inclined to agree with it. 
Snsuance Company OF CHICAGO this fact: Under the combination Perhaps the mutual fund sale: From 
mutual fund plus decreasing term man and the life underwriter wi Pout ™ 
Charles G. Ashbrook, President insurance program, as the years never agree as to what constitutes FS ' 
Ronald D. Rogers, CLU, Agency Vice President pass, the exposure to uncertainty an adequate insurance progr tok 
North American Building Chicago 3, Illinois gradually encompasses the entire but I believe that no one can dis gt * 
plan, while the only certain part, agree with the thought that ade pf" 
namely the term insurance, de- quacy depends upon individual ani If one 
creases to nothing. family circumstances. Surely there finds 
aaa Ce fe can be no definition that can be FLOWS tl 
right for every case. nog 
Contrasts Situations Ce set 
ss ‘ For a young married man with psed enc 
: veen thi 


a growing family the answer 
quite different from that for a prual mé 
single man of advanced age with ‘She wo 


no dependents. The latter normal f mutual 
les load 


CONGRATULATIONS NA ] ly would need only a_ relatively E 
U small amount of insurance, and he ffent in 
might as well spend his money, the ma 
because he can’t take it with him ftted. Sh 
Sut on the other hand, the young: conside 
We extend our sincere congratulations to the er man with a growing familypective | 
needs a considerable amount of ley" fee | 
insurance. is Is det 
Even in a particular case, the Min pa 

NATIONAL ASSOCIATION OF LIFE UNDERWRITERS life insurance ‘agent and the amie 
tual fund salesman may not agree She wou 
on what is “adequate.” This is be pri 
: ° os ie F ° , neg s in part at least, because the mutua restt 
for its outstanding and continuing contribution to the life insurance ra d man is not trained in theft 200 5 
' ; principles and. the values of lite ich in a 
business through its LUTC, CLU and NQA programs. We heartily insurance. He is naturally anxious classifi 
to sell his product, and is ik ape 
fn : ey tell anyone, no matter what Ds 
endorse membership in this fine organization. potas Sead oat seds for profew that 
tection may be, that he is ade fan in 
quately insured ii he is protected that s 
for two times his salary or mofeé g comn 
Invest 


LIBERTY NATIONAL LIFE INSURANCE COMPANY I believe that the vast majority Pong 
of responsible men want to ‘ = But oth, 
that they have adequate famly 
BIRMINGHAM e ALABAMA ee A a before they begin % ni anes 
speculate or play the market. And & publi 
FRANK P. SAMFORD, President for those who do want to be sufé ee into 
the benefits and the underlyimg ay 
values inherent in permanent lit ¥ A 
insurance provide the only certall ‘Peet 
as One 


way. 

















2nd Day pr Day 


radiate and advanced training 
yrses of Some study of the prin- 
les of investments and particu- 
dy the concept that the nature of 
e liabilities determines the cha- 
wer of the assets. eae 

Yow, as one example of this new 
mpetition, let us turn to one 
eific type of investment that 
any are concerned with today: 


tual funds. If [ am right in my 
aveB sis, then bitter tirades of 
Occasions. f-baked’” comments about them 
| not pur e wrong, not only in ethics, but 
SOF othef ong selfishly. Such comments 
they hay ay create plenty of heat, but no 
mount oft: they may give us something 
sav but not anything by which 
‘convince the prospect. 


e:”” Here Ponspicuous For Sales Methods 
retting to 
lem. The 
red on the 
mnths’ in- 
onsidered 
that some 
heir sales. 
ife insur. 
income js 


inion that 
1 a stock 
lirectly or 
Until after 
with ade. 
nl fOr life 
licies, jn. 
\ns Of the 
smum jp. 
ding my. 
ves have 
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Mutual funds loom large in our 
inds because the managements 
e actively selling them through 
rect mail and through salesmen. 
lore people own other stocks 
an own mutual funds, but they 
wy these other stocks quietly. 
hey have to take the initiative, 
- product dwe do not always see or feel 
le is be. fat competition. And let us re- 
- T ‘doubt pember that regular stocks and 
utual funds are only two of sev- 
al such competitors. 

From here on, let’s get specific 
bout mutual funds and, if my 





dience js 


ind. sales- 


riter wil] POUl 

onstitute Peis is correct, what would you 
program, nve to know about them and how 
» one dis. ight one handle the competi- 
that ade. pf’: 

idual ani | /f one really knows and under- 
ely there fds mutual funds, then: She 


witual fund and a holding com- 
pny; the difference between the 
pen end mutual fund and the 
nan with fosed end fund; the difference be- 
nswer is freen the sales loading and the 
at for 2 paual management fee. 
age with |She would know that a handful 
- normal f mutual funds do not charge a 
relatively fies loading, but for reasons in- 
e, and he Hent in this policy the amount 
; money,f the management fee may be af- 
vith him. ftted. She would know that there 
e young} Considerable difference in the 
> family fective amount of the manage- 
int of lifefeut fee between funds, and that 
is is determined in part by size, 
-ase, thef in part by the management 
the mu- pttract. 
ot agreephe would know particularly and 
is is truepecifically that there is a variety 
e mutuaff Mvestment objectives among 
1 in theg’ 200 principal mutual funds, 
; of lifeg@ch ina very broad sense could 
anxious classified as either income, ap- 
likely tof*ation, or safety, or a combina- 
chat hisP" of these three. She would 
for pro foW that not only is there a dif- 
is ade Fe"ce in investment objectives 
rotectedft that some mutual funds sell 
yr more.f"’ Common stock to the public 
majority tinvest this money in bonds or 


t can be fs the difference between a 
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fruly Qualified Agent Must Understand Investments 


(CONTINUED FROM PAGE 34) 


of all. She would know that there 
are balanced funds and _ flexible 
funds which superficially look 
alike, but may be very different. 
She would know that even in the 
all-common stock funds, the in- 
vestments may be channeled to- 
ward blue chip stocks, or specu- 
lative stocks, or stocks of one in- 
dustry only. And one could go on 
with other examples. 


Can Do Two Things 


If one knows fairly well that 
which we have been talking about, 
then she is in a position to do two 
things : 

First, to make the analysis of 
the character of the investments 
that your client should have to 
meet his liabilities ; 

Secondly, one would know how 
to ask the questions about the in- 
vestment her prospect is consider- 
ing in mutual funds, to cause the 
prospect to think and to bring him 
back to the realization that “the 
character of his investments should 
be determined by the nature of his 
liabilities.” 

In talking with an_ individual 
who is thinking of purchasing a 
mutual fund, I would want to ask 
him some questions such as these: 

“Mr. Prospect, what is your ob- 





Acacia Representatives 

Attending the convention for the 
home office of Acacia Mutual Life 
are Edward O. McHenry Jr., direc- 
tor of advanced underwriting, and 
Harry J. Shaffer, agency vice- 
president. 


Lincoln National Hosts 

The company dinner of Lincoln 
National Life at the Sheraton Ho- 
tel Thursday evening will include 
as hosts Henry W. Persons, vice- 
president and director of agencies; 
W. C. Brudi and J. E. Rawles, 2nd 
vice-presidents, and C. L. Gamble, 
superintendent of agencies. 


jective in this investment that you 
are contemplating? In other words, 
are you putting away your money 
to get the largest current income, 
or are you putting it away to get 
appreciation, that is, a larger num- 
ber of dollars back in the future?” you know 


enth, or 14%, of your pro-rata 
share of assets. If you earned $100 
in the average fund, you would 
receive $86 because $14 would 
have been used for expenses. This 
is not mentioned as an objection 
but rather to show that while 14% 
is the average, it may be as low as 
6 or 7% or up to 30 or 40%. Did 
that? Do you know 
Mr. why? Do you know the charge in 


Prospect that the average mutual the fund which you are consider- 
fund charges you about one-sev- ing?” 














If you know where you're going 
We can tell you how to get there 
Our General Agent’s Contract can be 


YOUR ROADMAP TO SUCCESS 


For additional information 


WRITE 


The Agency Department 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 70th St., New York 21, N. Y. 
EDMUND P. TOBIN, President 














A LEADER 


in the States of: 
KENTUCKY 


in the SOUTH & SOUTHWEST 


writing both ordinary and weekly premium life 


and health and accident contracts 


JOHN T. ACREE, JR., PRESIDENT 





OKLAHOMA 





ARKANSAS 


Lincotn INCOME 


LIFE INSURANCE COMPANY 


be sure ferred stock, TEXAS 
. family PUt others have sold common 
egin to bck, preferred stock and bonds | INDIANA 
cet, And |'he public but may put all of this 


TENNESSEE 
sure, ey into th stock of 

be suré 7 e cOmmon stock o 

derlying porations. She would know that GEORGIA ALABAMA 


ife F Tesult of this is leverage anc 
rent ie Er reverage (o> leverage and | MISSISSIPPI LOUISIANA 


> certail 3 leverage as a financial con- 
iS one of the most important 





HOME OFFICE: LOUISVILLE 1, KENTUCKY 
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Greetings 


to the 
NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 





SEE ADVERTISEMENT 
IN CENTER SPREAD 











EARL H. WELTZ & COMPANY 


Specialists in Extra Risk and Surplus Underwriting 
... Consult Us on Your Problem Cases 


Telephone LOcust 3-7141 


2nd | 


PHILADELPHIA NATIONAL BANK BUILDING... PHILADELPHIA 7, PA. 
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